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Mutuals Have New 
Auto Policy, Merit 
Rate, At Discounts 


Mutual Bureau Filing Is 
Approved In Neb., PHD 
Discounts Also Available 


A new, streamlined package auto- 
mobile policy program has been prom- 
ulgated by Mutual Insurance Rating 
Bureau for its members and subscrib- 
ers in Nebraska. 

The program is regarded as the mu- 
tuals’ answer to the package policy 
and merit rating program of National 
Bureau. It has been filed in several 
other states. 

The new program includes a newly 
designed economy-type policy provid- 
ing a package of automobile liabil- 
ity, medical expense and uninsured 
motorists coverages at a saving for 
many motorists of approximately 20%, 
optional use of individual risk rating 
plans, variable policy periods, single 
limit of liability with optional ranges, 
and alternative classification plans. 

The package automobile policy pro- 
gram is available only for private pas- 
senger automobiles owned by an indi- 
vidual or husband and wife. Flexibil- 
ity has been achieved by introducing a 
wide choice of company options. Indi- 
vidual risk rating plans may be used 
in conjunction with the new policy, 
making possible additional savings for 
motorists who meet standards qualify- 

(CONTINUED ON PAGE 32) 


Ohio Agents Elect 


Harger President; 
Meet Attracts 900 


By JOHN N. COSGROVE 


CINCINNATI—Close to 900 were on 
hand for the annual meeting of Ohio 
Assn. of Insurance Agents here. The 
throng found ample accommodations 
for refreshment and diversion in 42 
company hospitality suites which did 
a brisk business. 

However, the conversation in these 
quarters matched the serious tone of 
the formal sessions in reflecting cur- 
Tent concerns of agents. They don’t 
like the prospect of being tied to sole 
company representation, and they see 
adoption of any single company’s mer- 
chandising plan for personal lines as a 
step in that direction. They are not 
generally sold on direct billing and 
continuous policies, since companies, 

their view, have plenty to learn 
about economies through electronic 
Processing. 

Kenneth H. Harger of Bowling 
Teen was elected president to suc- 
eed Ivan Steiner Jr. of Wooster. Rob- 
rt M. Bell of Springfield was named 
‘ice-president and Dwight H. Ruther- 

(CONTINUED ON PAGE 32) 








Mobley, Sheldon 
Elected Presidents 
At White Sulphur 


National Assn. of Casualty & Sure- 
ty Executives at its annual meeting 





Walter M. Sheldon 


in White Sulphur elected Nathan 
Mobley, executive vice-president of 
Federal and a partner in Chubb & 
Son, president. He succeeds B. H. 
Mercer, president of Fidelity & Depo- 


Nathan Mobley 





C. F. J. Harrington Guy T. Warfield Jr. 


sit. National Assn. of Casualty & 
Surety Agents, meeting at the same 
time with company executives, elected 
Walter M. Sheldon of W. A. Alexander 
& Co., Chicago, and past president 
of National Assn. of Insurance Agents, 
president. He succeeds C. W. Olson 
Jr. of Chicago. 

The agents adopted a resolution that 
advocates amendment of state laws 
in a way to preserve the right of 
agents individually to negotiate with 
insurers on fair and reasonable com- 
pensation for services prior to any fil- 
ings which contemplate commission 
changes. 

The resolution noted that certain 
rate filings in recent years tend to 
infringe on the right of private con- 
tractual arrangement of compensation. 
The total acquisition cost factor in 
these filings appears to be the only 
statistically unsupported element of the 
filing, the resolution observed. Avail- 
able statistics do not appear to sup- 
port the reduced acquisition cost. 


Not Protected By Law 


“Fixing commissions independently 
or in concert based on reduced ac- 
quisition cost is not and should not be 
protected by state law,” the agents 
averred. 

Registrations were off somewhat 
from a year ago. Selected Risks of 
Branchville, N. J., represented by 
Frank P. Weiler, was admitted to 
membership in the company organiza- 

(CONTINUED ON PAGE 33) 





Thacher In Review 
Of Present Status 
Of N. Y. Department 


The New York department has to 
supervise a 3% times larger business 
with 5 times more premium volume 
than 20 years ago, Superintendent 
Thacher of New York declared in a 
talk to the insurance section of the 
New York Board of Trade. In the 
areas of examination work and rate 
and policy review, the extraordinary 
growth of the business has imposed 
substantial burdens. 

In an economy in which the credit 
ecard so often doubles for cash, the 
role of insurance in relation to credit 
transactions is becoming of increas- 
ing significance, Mr. Thacher said. 
This trend has been accelerated by 
rising insurance costs. Where one 
finds the juxtaposition of such an im- 
portant element in American life as 
the automobile, with the sound re- 
quirement that it be covered by in- 
surance, and with the impact of infla- 
tion on rates, it is not surprising to 
find the rapid development of plans of 
financing such insurance. Because of 
the relative novelty of certain of the 
concepts involved, some questionable 
practices have crept in. 

For example, analysis of premium 
finance plans in use in New York in- 
dicates that some insurers are em- 
ploying procedures in conflict with the 
law and with the terms of their own 
policies. This results in unfair dis- 
crimination in favor of insured who 
requires credit as opposed to the one 
who pays cash. In this regard, a cir- 

(CONTINUED ON PAGE 17) 








Kansas 
Agents’ 
Convention 
Report Begins On Page 22 











1,100 Register For 
Mutual Company 
Meeting At Dallas 


Place Of Small Company 

In Era Of Multiple Line 

Underwriting Is Discussed 
By JOHN C. BURRIDGE 


DALLAS—Nearly 1,100 representa- 
tives of companies belonging to Na- 
tional Assn. of Mutual Insurance Com- 
panies attended the annual meeting of 
NAMIC here early this week. In all, 
there were 14 organizations holding 
meetings at the largest, in member- 
ship, and probably the most active of 
any company convention in the insur- 
ance business. 

The backbone of this association is 
the small farm mutual. NAMIC has 
about 1,300 members, most of them 
writing fire and wind in a limited 
territory. With the advent of multiple 
line, these companies have begun to 
have problems of new dimensions, 
and much of the informal talk had to 
do with the future of little companies 
specializing in only a part of the 
needs of their insured. Indeed, the 
theme of the meeting was “Manage- 
ment Responsibility—As We Face the 
Sixties.” 

Only Insurance Accounting & Stat- 
istical Assn. and National Assn. of In- 
surance Commissioners have more ex- 
tensive and complicated programs than 
NAMIC. On each of the three days of 
the meeting, the mornings were giv- 
en over to general sessions; but in the 
afternoons, the company people had to 
follow their own line of interest—ad- 
vertising, loss, company publications, 
casualty, city fire, farm fire, hail, wind, 
or rating. 

Speakers at the general sessions in- 
cluded Penn J. Jackson, chairman Tex- 
as State Board of Insurance; Percy 
Bugbee, general manager National 
Fire Protection Assn.; Robert M. 

(CONTINUED ON PAGE 33) 








At the reception-dinner in Milwaukee given by Wisconsin Assn. of Insurance 
Agents in honor of the new Wisconsin commissioner, Charles L. Manson, are, 
from left: Donald Doherty, Milwaukee, vice-president of the Wisconsin associa- 
tion; Edward D. Lawson, vice-president of the western department of Fireman’s 
Fund; Mr. Manson; Arthur R. Moss, Beloit, chairman of the association board, 
and William A. Gottsacker, Sheboygan, president of the agents’ organization. 
Mr. Manson is a past president of the association. (Story on Page 2). 








A preliminary report on the inquiry 
into establishment of a California au- 
tomobile accident commission has been 
published by the state. The author, 
Stanley A. Weigel, San Francisco at- 
torney, undertook the study last Feb- 
ruary at the request of Gov. Brown. 

In his inaugural address last Janu- 
ary, Gov. Brown stated that it was 
time for California “to weigh the wis- 
dom of an automobile accident com- 
mission to hear and determine claims 
arising out of auto accidents.” He said 
that a commission modeled after the 
state industrial accident commission 
could provide a prompt remedy and 
fair compensation for auto accident 
victims. 


HeNATIONAL UNDERWRITER 


Report Gives Pros And Cons Of 


Cal. Auto Accident Commission 


The preliminary report emphasizes 
that Gov. Brown did not recommend 
establishment of an automobile acci- 
dent commission, but advocated get- 
ting all the facts from all points of 
view before determining the desira- 
bility of such a body or some effective 
alternative. 


Expect Three Group Opposition 


Three groups can be expected to 
oppose any basic changes in the pres- 
ent system of dealing with auto ac- 
cident claims, the report states. Au- 
tomobile insurers have regularly op- 
posed departures, whether in the 
direction of compulsory liability in- 
surance, a commission or other inno- 


vations. Most auto insurers fear entry 
of the state into their business—a 
legitimate concern of self interest. 
There are signs, however, that this 
insurer opposition may be decreasing. 
High rates are disturbing the insurers 
almost as much as the public. Their 
product is being priced out of the mar- 
ket. Rates are climbing beyond the 
reach of average citizens to whom mo- 
tor vehicles are indispensable. 
Plaintiffs’ lawyers who specialize in 
claims work growing out of auto acci- 
dents will hardly be eager for change. 
Nor will attorneys representing insur- 
ers. These attorneys are prone to be- 
lieve that the public interest is best 
(CONTINUED ON PAGE 25) 








Allstate Introduces 
Reduced Premiums 
For Small Autos 


Allstate is offering a 10% discount 
on premiums for compact and small 
cars, the first such rate reduction of- 
fered by a major automobile insurer 
specifically to owners of these cars. 
The special discount will apply on 
bodily injury, property damage, col- 
lision and medical payments coverages 
for private passenger autos of limited 
size, weight, horsepower and price. 


Falcon, Corvair Qualify 


The new Ford Falcon and Chevrolet 
Corvair are among cars eligible for 
the savings. Chrysler’s Valiant, sched- 
uled for introduction later this month 
is also expected to qualify. The Ramb- 
ler American, Renault, Hillman, Vaux- 
hall and many models of the Stude- 
baker Lark, Volkswagen, English Ford 
and Fiat are eligible. In addition, mo- 
dels of the Simca, Triumph TR-10, 
Opel and certain other makes also 
will qualify. 

Allstate, world’s largest stock in- 
surer of autos, will offer the discount 
effective Nov. 1 in Illinois, California, 
West Virginia, Montana and in other 
states where this program has re- 
ceived departmental approval. The 
rate reduction will apply in these 
states on all new policies and on exist- 
ing policies as they are renewed after 
that date. 

Judson B. Branch, president, said 
Allstate hopes to offer the discount 
in all states where state regulations 

(CONTINUED ON PAGE 30) 


Ho Succeeds Lee As 
Hawaii Commissioner 


Kam Tai Lee, Hawaii commissioner 
since 1953, has resigned. His suc- 
cessor is Y. C. Ho of Honolulu. 

Mr. Lee, a graduate of the Univer- 
sity of Hawaii, was one of the most 
popular commissioners at the NAIC 
meetings. 

His successor is 36 years old and 
is a 1948 graduate of the University 
of Hawaii and a law graduate of Yale. 
He has been with American Factors, 
Bishop Trust Co., American Mutual 
Life and Loyalty Enterprises. He is 
immediate past president of the Chi- 
nese Chamber of Commerce. 

The Hawaii commissioner is also 
state treasurer, securities commission- 
er, bank examiner and fire marshal. 





Independent HO Filed 
By Safeco In Wash. 


independent homeowners policy 
forms and rates have been filed in 
Washington by Safeco. The forms 
are similar to those used by General 
of Seattle, the parent company, cor- 
responding to the filings of North 
America. 

Safeco will employ a _ continuous 
policy and direct billing as it does 
with its auto business. All policies will 
be issued on an annual term at rates 
15% under those of the bureau. The 
company will pay 20% commission. 


National Automobile of Atlantic 
Beach, Fla., has been licensed in 
Massachusetts. 


American Heritage 
Life Files With SEC, 
To Acquire Reliable 


American Heritage Life has filed 
a statement with Securities & Ex- 
change Commission seeking registra- 
tion of 360,000 shares of common 
stock, with which it plans to acquire 
the multiple line insurer Reliable. 

An SEC announcement said, “Ac- 
cording to the prospectus, American 
Heritage proposes to issue stock 
(amount unspecified, to be supplied 
later by amendment) to certain stock- 

(CONTINUED ON PAGE 32) 
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Wis. Agents Upbrai; 
Commission-Cuiting 
Insurers, Laud Res 


Set Committee To Study 

‘Unilateral Actions:’ 

Accept Group Coverage 
By RICHARD G. EBEL 


MILWAUKEE—Commission - cy, 
ting companies were upbraided } 
members of Wisconsin Assn. of Jp. 
surance Agents in declaration, resp. 
lution and song at the annual meeting 
here. The agents are belatedly pe 
riencing commission adjustment 
since the Wisconsin department only 
recently has approved new _buregy 
filings which incorporate the aitaal 
ments. President William <A. Gott 
sacker, Sheboygan, in his report d 
administration, noted that the depart. 
ment merely approved a reduction iy 
acquisition cost, and did not specify 
that this had to come out of commis. 
sions. 


To Establish Advisory Group 


The agents resolved to establish ar 
advisory committee which would study, 
at the agent’s request, “actions or at- 
tempts by companies to amend exist: 
ing agency agreements; and af 
diligent study, to publish their ind 
ings and recommendations in bulletins 
of all WAIA members.” 

In a second resolution involving 
commission practices, the agents vot- 
ed to commend companies which have 
“demonstrated their devotion to th 
American agency system and to so 
business practices” by retaining 
old commission schedule. 

The agents put to music thei 
sentiments about commissions wh 
Madison Insurance Board presented 
a musicale entitled “The Insuran 
Man.” The music sounded familiar) 
like “The Music Man,” but the lyri 
had a message directed to the com 
panies. 

The convention, which drew at 
tendance of 490, was a_businesslik 
affair with some pageantry on 
side. Ladies at the registration tabl 
were regaled in the fashions of grand 
mother’s day, and some members 0 
the convention committee wore stra 
hats, sleeve garters and handle 
mustaches—the whole thing havi 

(CONTINUED ON PAGE 34) 


NAII’s Washington 
Annual, Oct. 26-28, 
To Feature Award 


Assigned risks, claims and oul 
and public opinion of the casualty in 
dustry will be featured topics at th 
15th annual meeting of Nationé 
Assn. of Independent Insurers, Ot 
26-28, at Washington, D.C. | 

The first NAII public service awalt 
will be presented during the meeting 

Roger Kenney, insurance editil 
U.S. Investor, will discuss “The Batti 
of the Potomac” at the first lunchedl 
Georgia Congressman Philip M. 
rum will discuss the “Labor-Manag 
ment Reporting and Disclosure Act ¢ 
1959,” at the second luncheon. 

Monday’s session will include ® 
presidential address by Presi 

(CONTINUED ON PAGE 30) 
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He'll Help You 
Carry The Ball ! 





CHECK UP and YOU'LL CHECK IN 
A 


The MUTUAL GENERAL AGENT with 
his companies brings you adequate 
Multiple line capacity and fast liai- 
son with home offices that speeds 
your service to assureds. 


The MUTUAL GENERAL AGENT is 
familiar with your area, its condi- 
tions and problems, thus helping 
you serve better and enjoy pleas- 
ant and profitable business. 


The MUTUAL GENERAL AGENT aids 
in inspections, interprets coverages 
and rules, encourages good under- 
writing—in short gives you home 


office service in the field. 





The MUTUAL GENERAL AGENT in 
your office adds to your facilities 
and ability to better serve your cus- 
tomers and he believes in and sup- 
ports the American Agency System. 


Call Your Nearby MAGA Listed Below! 


EASTERN STATES 


HENRY D. BEAN 

247 Kings Highway East 
Haddonfield, N. J. 
HENRY G. CARPENTER, INC. 
Mount Joy, Pa. 

HERSHEY & GIBBEL 
Lititz, Pa. 

LAIRD-HAGEE COMPANY 
22 S. Third St. 
Harrisburg, Pa. 

HERMAN L. PUNDT 
landes Agency 

Trappe 

Collegeville, Pa. 


SWIGART ASSOCIATES, INC. 
Insurance Building 
Huntingdon, Pa. 


J. C. WALTERS 

720 Washington Street 
Reading, Pa. 

WESTON & WATSON, INC. 
36 Exchange Place 
Providence, R. |. 


CENTRAL, NORTHWESTERN 
& WESTERN STATES 
FREDERICKSON GENERAL AGENCY 

868 S. Pearl St. 

Denver 9, Colorado 

MAYNARD V. MILLS CO. 

4900 “O” Street 

Lincoln, Nebraska 

MOUNTAIN STATES AGENCY 


2914, First Avenue No. 
Billings, Mont. 

MUTUAL GENERAL AGENCY 
425 W. Lovell St. 
Kalamazoo, Mich. 


REITAN-LERDAHL & CO. 
448 W. Washington Ave. 
Madison, Wis. 


SOUTHEASTERN STATES 


BONA FIDE GENERAL AGENCY 
P. O. Box 391 

Sumter, S. C. 

G. B. HARRILL 

Insurance Building 

Forest City, N. C. 

HARRISON ASSOCIATES, INC. 
law Building 

Richmond, Va. 

KIBLER GENERAL AGENCY, INC. 
205 W. Franklin St. 
Richmond, Va. 

LAGERQUIST & CO. (Limited) 
275 Buckhead Ave. 

Atlanta, Ga. 

FRANK R. MacNEILL & SON 
1032 S. W. First Street 

Miami 35, Florida 

MARSHALL GENERAL AGENCY, INC. 
P. O. Box 10126 

Charlotte 1, N. C. 





W. J. PERRYMAN & CO., INC. 
2211 Magnolia Ave., S. 
Birmingham, Ala. 

JOHN RATTERREE & COMPANY 
Greer, S. C. 

U. S$. UNDERWRITERS, INC. 
1618 S. W. 8th St., 

Miami 45, Fla. 
ZACHARY-RANDOILPH, INC. 
415 E. North St. 

Greenville, $. C. 


SOUTHWESTERN STATES 
ASSOCIATED AGENCIES, INC. 
P. O. Box 187 

Kansas City 41, Mo. 

CORBYN AND COMPANY 

2920 Classen Boulevard 
Oklahoma City, Okla. 

LEWIS & NORWOOD 

406 Exchange Bank 

Little Rock, Arkansas 
OKLAHOMA GENERAL AGENCY 
402 N. Hudson St. 

Oklahoma City, Okla. 

Branch Office: 

Tulsa, Okla. 


IN 
YOUR 
OFFICE 
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"MUTUAL GENERAL AGENTS 


__ ASSOCIATION 
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SURPLUS LINES PLACEMENT 
REQUIRES SPECTALISTS 


SPECIAL RISK AGENCY 


Dedicated to provide you with 


Prompt & Efficient Service By 


A Staff Well Qualified & Experienced in 


The Excess & Surplus Line Field 


(Agents & Brokers Only —No Direct Business) 


Edward Roe 

175 W. Jackson Blvd. 
Chicago 4, Illinois 
WEbster 9-0620 


Edward J. Cuff 
Lewis Tower Bldg. 
Philadelphia 2, Pa. 
PEnnypacker 5-3388 





Joe Gibbs To Return 


To Tex. Department 
For The Third Time 


who has resigned effective Nov. 
enter law practice at Dallas. 


was appointed 
1952 when 


Seguin. 
Gov. Daniel 


the Nolte National Bank. 


liie—Mr. Gibbs was the 
commissioner. The 
functions with a three-man board 





surance 


J. Jackson, 
fective Nov. 1, Mr. Gibbs. 


Luncheon For Four New CPCUs 


hold a conferment luncheon Oct. 


in Insurance.” 
receive the designation. 


fecting the insurance business. 


Joe P. Gibbs has been named for 
the third time to the Texas Board of 
Insurance Commissioners. He will fill 
the unexpired term of David b. Irons, 
1 to 


Mr. Gibbs already has 12 years with 
the Texas department behind him. He 
originally by Gov. 
O’Daniel in 1941 after having been a 
local agent at Seguin. He served until 
he resigned to become 
chairman of Nolte National Bank at 
In 1957, he was recalled by 
to serve an unexpired 
term and he stayed through the re- 
organization of the department until 
the start of 1958 when he returned to 


In the days when Texas had three 
commissioners—for fire, casualty and 
casualty 
department now 


commissioners plus a chairman. Wii- 
liam A. Harrison has the title of in- 
commissioner in Texas and 
the members of the board are Penn 
Robert W. Strain, and ef- 


Columbus (O.) CPCU chapter will 


at Columbus Athletic Club. J. W. Hunt- 
ington will speak on “Professionalism 
Four candidates are to 


Aloysius J. Maickel, former deputy 
superintendent of New York depart- 
ment, has resumed the private prac- 
tice of law with the firm of Danahy 
& Delaney at 44 Court Street, Brooklyn. 
He will specialize in legal problems af- 

















Bonds and Burglary 

Fire and Inland Marine 
Accident and Health 
Casualty and Liability Lines . 





i 
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New England's early silversmiths brought 
with their crafts to the Colonies a tradition 

of public responsibility and integrity that has 

become a hallmark of New England enterprise. 

Peerless Insurance Company is proud of its rich 
New England heritage, and continues in the spirit 
of this tradition to provide Independent Agents 
with a portfolio of modern multiple-line coverages in 

the Bond, Fire, Accident & Health, and Casualty fields. 


PEERLESS 


ov An Oh Oid New Engianc Company Ad Comper 





A Multiple Line Company Keene, New Hampshire 
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Automation, Selling 


To Headline NAMIA f 
Program Oct. 19-2] | 


Automation and selling wil] be 
principle subjects on the program fe ] 
the annual convention, Oct. 19-21, J Pm 
National Assn. of Mutual Insurang| 4 
Agents at the Chase Park Plaza Hotel | AS 
St. Louis. th 

The meeting will open with a lunch. | cal 
eon Monday. The speaker, Rev. Bryayy} mi 
M. Kirkland of First Presbyterian sta 
Church, Tulsa, will discuss “The Foun.) | 
dation of Personal Confidence.” 4} co 
business meeting and advisory ¢op.§ th 
ference meeting will be held in the ins 
afternoon and “The Story of a Partner.) tic 
ship” will be portrayed by company} en 
executives and mutual agents. ‘| ral 

Tuesday morning a discussion op} g0 
automation and its effect on the insyr.} in 
ance business will be led by George R} st 
McKiever of Miami. Participants wij} | 
be Fred A. Beckford, president Lumber} tr 
Mutual Fire; William L. Hitchcock to 
vice-president Norfolk & Dedham My. un 
tual; Otto C. Lee, vice-president Har.) | 
leysville Mutual; Ben C. Dahlmann § th 
executive vice-president Federal Mu-} Fe 
tual; C. H. Mahan, International Busi-# en 
ness Machines Corp.; Gay W. Mil-} br 
brandt, Pelham, N.Y.; and John Key-} br 
ser, Balamazoo, Mich. A talk, “Control} | 
Your Own Success,” by Irv Wermont,} oo 
a sales speaker, will conclude the 


u 
morning program. a 
Afternoon Speakers . 


Afternoon speakers will be William} in 
H. Rodda, secretary of Transportation} er: 
Insurance Rating Bureau, “The Latest} te 
on Homeowners Policies;” Emil Jung} “rp 
executive secretary of Lighning Pro-| te 
tection Institute, Chicago, “How Grow-} of 
ing Lightning Losses Hit the Insur-} tic 
ance Business;” and E. G. Walls Jr.} an 
superintendent of agencies, Connecti-} | 
cut Mutual Life, “The One-Stop Insur-} ¢o 
ance Agency—Fact or Fiction.” M 

Fletcher N. Platt of Ford Motor Co} ar 
will talk on traffic safety Wednesday} se: 
morning, and he will be followed by} pr 
G. Herbert True, marketing consultant,} ac 
who will explain creative selling} te 
Sales demonstrations on selling the 
new prospect, the general liability 
policy, A&S and the homeowners policy 
will conclude the business portion 4} pu 


the convention program. sti 
en 
Montana Field Men |(* 


Elect Huber President |r 


Montana Underwriters Assn. com} W 
ducted its fall meeting and electio m 
at West Yellowstone with Carl Hen¢- $0 
ryx, Royal-Globe group, president, i} pe 
charge. There were 30 field men ani it 
guests on hand, including Commis} de 
sioner John Holmes and his deputy) tic 
Clyde Gummow. Another guest wa 
Ralph Moe, Pacific Coast manager © ley 
General Adjustment Bureau. by 

The newly elected officers att} hi 


President, George Huber, U.S.F.&G. fr 
vice-president, Robert Bell, Hartfor “i 
Fire; secretary-treasurer, Danie} is 


Hanifen, Commercial Union. in 

The meeting included a trip “re 
Yellowstone Park to observe the rr cc 
cent earthquake damage. P 
Home Mutual Names Mueller 

Victor C. Mueller has been nam N 
Wisconsin resident manager for Ho 
Mutual of Wisconsin. He joined Homq Sv 
Mutual in 1950, was field supervisor # to 
western Wisconsin for three years a 
was promoted to assistant sales mal 
ager in 1956. Home Mutual is cwy@ 
rently represented by 1,200 agents 4 . 
six midwestern states. Bi 
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Federal Trade Commission’s Su- 
e Court brief in its appeal for 
a reversal in the Travelers Health 
Association case goes all out in arguing 
that the insurer’s home state, Nebraska, 
cannot oust FTC from jurisdiction over 
misleading mail-order sales practices in 
states where the insurer is not licensed. 

FTC argues that the eighth circuit 
court of appeals erred in holding that 
the Nebraska law forbidding Nebraska 
insurers to engage in unlawful prac- 
tices “in any other state” is suffici- 
ent to meet the terms of the McCar- 
ran act proviso excluding the federal 
government from jurisdiction where 
insurance activities are “regulated by 
state law.” 

FTC contends that the Nebraska ex- 
traterritorial law is not only contrary 
to the McCarran act’s intent but also 
unconstitutional. 

Following are some excerpts from 
the FTC brief that stress these points. 
Footnotes, which will be found at the 
end of the quoted portions of the 
brief, follow the numbering in the 
brief. 

We pass for the moment the serious 
constitutional question raised by the 
purported projection of Nebraska law 
beyond its boundaries (see _ infra, 
pp. 25-28). For, in any event, we 
submit that when Congress provided 
in the McCarran act that certain fed- 
eral statutes are displaced to the ex- 
tent that the insurance business is 
“regulated” by state law, it con- 
templated only regulation by the law 
of the state where the offending ac- 
tion occurs and has operative force 
and effect. 

The interpretation adopted by the 
court below means that if residents of 
Maine, Florida, Texas, California, etc., 
are bombarded by misleading repre- 
sentations sent through the mails, the 
protective Federal Trade Commission 
act is displaced by reason of the exis- 
tence of a Nebraska regulatory law. 


Against McCarran Act 


We urge that it is contrary to the 
purpose of the McCarron act to con- 
strue it as displacing the remedy giv- 
en by the Federal Trade Commission 
act when the beneficiaries of the pro- 
tective federal legislation are without 
remedy under the law of the state 
where they live, work, and receive 
misrepresentations, even if officials of 
some other state may be clothed with 
power (should they choose to exercise 
it on behalf of non-residents, to the 
detriment of the domiciliary corpora- 
tion) to take prophylactic action. 

We now turn to constitutional prob- 
lems raised by the 1957 amendment 
by which Nebraska purported to pro- 
hibit a Nebraska insurance company 
from engaging in deceptive practices 
“in any other state.” Plainly, conduct 
is not “regulated by state law” with- 
in the McCarran act proviso if a state 
regulatory law is, as applied to the 
conduct in question, unconstitutional. 


Policies Subject To State 
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We do not question the power of 
Nebraska to regulate the character 
and terms of all of respondent’s in- 
surance policies. That state has power 
to regulate the policy terms because 

of respondent’s policies, even 
when the insured is a non-resident, 
are entered into in Nebraska and 
Claims thereunder are processed and 
paid or rejected in Nebraska. But the 
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FTC Brief Hits Hard At Nebraska’s 


Nebraska law regulating practices 
engaged in in other states constitutes 
an attempt to regulate extraterritorial 
conduct and stands on a different 
footing. 

An insurance company engages in a 
deceptive practice when it puts in the 
hands of a prospective purchaser a 
circular containing misleading state- 
ments as to the offered insurance 
policy. The mere printing of such a 
circular is not a deceptive practice, 
nor is the mere mailing of it. It be- 
comes a deceptive practice upon re- 
ceipt of the circular by the addressee, 
and if the addressee is a non-resident 
the insurance company’s deceptive 
practice is in the state of receipt, not 
Nebraska. 


Mailing Not At Issue 


A law of Nebraska making it un- 
lawful for a domiciled insurance com- 
pany to mail from the state any mis- 
leading representation might be free 
from due process limitations on state 
power”, but this is not the law 
which Nebraska has enacted. That 
law declares that its purpose is to 
“regulate. . . . trade practices in oth- 
er jurisdictions,’ and its prohibition 
runs against engaging in deceptive 
practice “in the conduct of the busi- 
ness of insurance in any other state.” 

By its terms, there would be a viola- 
tion if a Nebraska corporation mailed 
from the state of Kansas misleading 
representations addressed to a Kan- 
sas, Oregon or New Jersey resident. 
In short, there avowedly is regulation 
of out-of-state conduct, indeed, regu- 
lation of conduct in a foreign coun- 
try”, for the evident purpose of 
divesting the Federal Trade Commis- 
sion of all jurisdiction over the con- 
duct of Nebraska insurance companies. 


Due Process Clause’s Effect 


“The due process clause denies to a 
state any power to restrict or control 
the obligation of contracts executed 
and to be performed without the state, 
as an attempt to exercise power over 
a subject matter not within its con- 
stitutional jurisdiction.” Alaska Pack- 
ers Assn. vs Industrial Accident Com- 
mission, 294 U.S. 532, 540. 

Likewise a state “may not penalize 
or tax a contract entered into and to 
be performed outside the state, al- 
though one of the contracting parties 
is within the state,” but the terms, 
obligations, and sanctions of a contract 
entered into within a state, even 
though it is to be performed else- 
where, “are subject, in some measure, 
to the legislative control of the state.” 
Id., 541. 

The Nebraska statute here involved 
is not an exercise of control over the 
consequences or the terms of con- 
tracts made within the state; rather 


Right Of Extraterritorial Control 


it baldly asserts control over decep- 
tive practices engaged in elsewhere. 
This assumption of control over what 
is done anywhere in the United 
States or in a foreign country finds 
no support in the Alaska Packers case, 
supra, or Sligh vs Kirkwood, 237 U.S. 
52, upon which respondent has relied. 

It is a settled principle that, as be- 
tween two permissible constructions 
of a statute, one of which raises a 
serious constitutional question and the 
other does not, the latter construction 
is to be preferred. Since the phrase 
“regulated by state law” in the Mc- 
Carran act proviso, if construed to 
embrace the Nebraska statute as ap- 
plied to misrepresentations made to 
residents of other states, would re- 
quire decision of a substantial ques- 
tion as to the constitutionality of the 
Nebraska statute, we submit that this 
construction of the McCarran act 
should be rejected. 


Respondent is in the best position to 
know what states actually regulate 
its business. It is therefore highly 
significant that, throughout this en- 
tire proceeding, respondent has never 

(CONTINUED ON PAGE 20) 





Auto Study Now Available 


An analysis of the present aute- 
mobile competitive situation—giving 
details of the policies, rating plans, 
underwriting practices and methods 
of leading insurers, including the 
new plan and policy of the National 
Bureau—has been prepared by 
James C. O’Connor and Robert C. 
Dauer of the Fire, Casualty & Surety 
Bulletins and is now available. 

Single copies of the booklet, 
“Automobile Insurance Plans,” are 
priced at $3, and may be ordered 
from the National Underwriter Co., 
420 E. 4th St., Cincinnati 2, O. 
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Standard Accident 
Shifts McAllister 
To Home Office 


Standard Accident has transferred 
G. Edward McAllister from Chicago 
to the home office as executive assis- 
tant-field operations. 

Mr. McAllister began his insurance 
career in 1941 at Standard Accident’s 
home office. After various underwrit- 
ing positions, he was assigned to 
Chicago in 1949 as a field representa- 
tive. He was appointed production 
manager there in 1954 and was ad- 
vanced to assistant manager this year. 
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* CASUALTY 
* BONDS 
* WINDSTORM 


810 Baker Building 
Minneapolis 2, Minnesota 
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REINSURANCE BROKERS 
Exclusively 


More thar a quarter century of constant 
progress and growth through unexcelled 
service to insurance companies. 


* ACCIDENT AND HEALTH 


A. E. STRUDWICK CoO. 


Large Enough to Serve You Well... 
Small Enough to Want to 


* AVIATION 
* LIFE 

* MARINE 
* HAIL 
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208 South LaSalle Street 
Chicago 4, Illinois 
CEntral 6-9141 
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U.S. & FOREIGN MANAGEMENT, LTD. 


REINSURANCE INTERMEDIARIES 


99 John Street 
NEW YORK 38, N. Y. 


533 N. Atlantic Ave. 


DAYTONA BEACH, FLA. 








Mergers of fire and casualty insur- 
ers with life companies will slow down 
in future, and the trend will finally 
be reversed, Gordon S. Miller, Phil- 
adelphia general agent of Massachu- 
setts Mutual Life, declared at the an- 
nual I-Day in Newark, sponsored by 
New Jersey chapter of CPCU. 

He said that such mergers have 
grown because of losses in automobile 
and other lines, exclusive of life, and 
because of the increase in sales and 
profits of life companies. However, 


Ae NATIONAL UNDERWRITER 


Sees End Of Life-Property Merger Trend 


these results have been the culmi- 
nation of many years of building 
sound foundations, and it is impossible 
for other types of insurers “to jump 
on the band wagon completely in a 
short length of time.’”’ Generally speak- 
ing, they would find that the time and 
money expended in their own back- 
yard would produce far more than 
investment in a “foreign field.” 

The situation in insurance is much 
like that in manufacturing after World 
War II, Mr. Miller continued. Ag- 





M... than $200,000,000 in premiums was paid 


last year for insurance to cover American-owned risks 


overseas. 


One half of this amount went to non-American insurers. 


through non-American agents and brokers. 





market. 


For further details, contact the AIU office nearest you. 


Ask for Dept. E. 





The other $100,000,000 was placed by fewer than 2% 
of the licensed agents and brokers in the U. S. 


You, too, should be able to participate in this lucrative 


é INTERNATIONAL 
UNDERWRITERS 
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gressive manufacturers seized the op- 
portunity of buying companies in dif- 
ferent fields. The primary purposes 
were to capitalize from a tax stand- 
point on the losses of such companies, 
while attempting to diversify activ- 
ities. Some of these purchasers did 
get a tax advantage temporarily. How- 
ever, in the next 10 years they took 
substantial losses on the operations of 
the newly acquired businesses. The 
skilled personnel necessary to conduct 
them was at a premium, and the 
firms which had become involved in 
new fields found they were neglecting 
their own enterprises. Many of them 
finally concluded to sell their recent 
acquisitions and get back into the 
management of their own business. 

Mr. Mille: thinks that a_ similar 
situation will develop with respect to 
combinations of insurers, except for 
those which have been on this basis 
for years. Newcomers will learn that 
the cost of integrating a sales program 
and a sales staff at today’s inflated 
prices will prove proaibitive in a few 
years. 


Observed Efforts Of Many 


As a teacher of salesmanship, a 
sales manager and a consultant, he 
has observed the efforts of many in- 
surers to educate field forces. On the 
average, he observed, it takes about 
10 years to swing the csncepts and 
basic thinking of a sales team around 
to new ideas and procedures. In 
fact, in many cases it would be less 
expensive and less of a straan to elim- 
inate tne entire sales fcrre and en- 
gage a ncw crew with entirely dif- 
ferent corcepts. Any insurer attempt- 
ing to 1aaintain produc‘ion in its orig- 
inal lines while attempting to build 
other lines would have t» devote 20 
years to the job to get desired re- 
sults. The only possible way to obtain 
faster results is to buy another com- 


D. C. Agents Make Fire 


Department Award 


Truck company 1 of the 7th battal- 
ion of the Washington fire department 
has received the fire company of the 
year award for 1959, presented by the 
District of Columbia Assn. of Insur- 
ance Agents. Commissioner Robert E. 
McLaughlin and Carl A. Anderson, 
president of the D. C. association, 
made the presentation to Capt. Joseph 
H. Mattare who commands the com- 
pany which distinguished itself in a 
fire fighting action last October at an 
apartment building fire. 

The award is presented annually 
during Fire Prevention Week by the 
D. C. association to recognize superior 
efficiency, readiness, courage and 
teamwork. 
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pany and operate it separately. Hoy, 
ever, this presents twice the prob. 
lems, and twice the cost, with no ad. 
vantages, except in name only. 

Mr. Miller sees one stop selling a 
a possibility in connection with a y 
large agency employing a number af 
specialists. But it is not in the cang}i 
for agents in general. He advigg 
them to spend their time, and effoy 
in the business that they understand 
Specialization is an absolute necessity 
today, he said, and it is all one jp. 
dividual can do to keep pace with the 
knowledge of one phase of busines 
let alone all. 


Universal Underwriters 
Granted License For 
New Casualty Company 


Universal Automobile Ins. Co, , 
stock casualty company formed by Uni. 
versal Underwrit- 
ers, Inc., attorney- 
in-fact for Univer- 
sal Automobile In- 
surance Assn., a 
reciprocal, has 
been issued a li- 
cense to transact 
business by the In- 
diana department. 

Present plans 
call for merger of 
the two companies 
as soon as the Indi- 
ana _ department 
completes its examination of the asso. 
ciation. 

Present officers of both the associa- 
tion and the company are Fred W. Jan- 
nasch, president; Fred H. Jannasch, 


Fred W. Jannasch 


James D. Ketterman, and J. Edward] ;. 


Faust Jr., vice-presidents; Chester L, 
Anderson, secretary; Louis F. Dunla- 
vey, treasurer, and Seymour M. Bagal, 
board chairman. 


Combined Assets: $2 Million 


Combined assets of the two conm- 
panies will be in excess of $2 million; 
liabilities, $1.5 million. The present 
association has more than $2 million 
in force and has been writing special 
risk auto insurance since 1955. The 


new company will also write special} . 


hazard general liability and compen- 
sation. 

Home office facilities will remain in 
Indianapolis. The Chicago office is 
managed by Milton S. Law & Co., gen- 
eral agent for state of Illinois. 


Raise N. J. Auto Rates 


Mutual Insurance Rating Bureat 
has increased New Jersey BI and PDL 
rates for private passenger automobile 
14.1%, commercial automobiles 14.1% 
and division 1 garage risks 17.1%. 
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Southwest Legal Group 
Schedules Institute 
For Dallas, Nov. 12-14 


Personal injury litigation, from ac- 
cident to voir dire, will be the sub- 
ject of an institute sponsored by 
Southwestern Legal Foundation in 
Dallas, Nov. 12-14. A particular high- 
light is a session devoted to the medi- 
cal aspects of personal injuries. 

Following welcoming remarks on 
the first day, registrants will hear lec- 
tures on the pre-trial and settlement 
negotiations which often accompany a 
personal injury. Joseph W. Sheehy, 
U. § district judge, Tyler, will discuss 

the pre-trial procedures in such a suit. 
c Franklin Jones, Marshall, and J. A. 
Gooch, Fort Worth, will discuss set- 
tlement negotiations from the plain- 
tiffs and the defendant’s sides. Henry 
D. Akin, Dallas, will be chairman. 

Truman B. Rucker, Tulsa, will lec- 
ture on “Voir Dire Examination of the 
Jury and the Opening Statement” in the 
afternoon session. Medical trial tech- 
niques will be developed by William 
R. Colson, Miami, and the medical 
legal aspects of trauma in the cervical 
region will be discussed by Charles J. 
Frankel, University of Virginia. 

Problems of proof and the amount 
of damages fill Friday’s session under 
the chairmanship of Dr. Ozro T. 
Woods, Dallas. Proof of the extent of 
disability will be discussed by Sidney 
P. Gislason, New Ulm, Minn. Henry 
H. Kessler, Kessler Institute for Re- 
habilitation, N. Y., will then discuss 
the rehabilitation possibilities as af- 
fecting the amount of recovery. John 
L. Hill, Houston, will close the morn- 
ing session with a discussion of the 
medical and legal aspects of trauma- 
tic neurosis. 

Judge Frank M. Wilson, associate 
justice Court of Civil Appeals, Waco, 
1 will lecture on hazards and hints re- 
garding the personal injury charge in 
the afternoon session. Raoul D. Mag- 
ana, Los Angeles, will then discuss 
jury argument. 

Saturday morning’s session will fea- 
ture a lecture by R. Newell Lusby on 
the impact on the casualty insurance 
industry of recent developments in 
the personal injury litigation field. A 
ee question and answer period will end 

office i the institute. Registrants will be 
Co, gal transported to the SMU-Arkansas 
is ” football game in the Cotton Bowl 

Saturday afternoon. 
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Jay Stevens, 38 Years 
With National Board At 
San Francisco, Retires 


Jay W. Stevens, assistant manager 
at San Francisco, will retire this 
month after 38 years with the Na- 
tional Board. 

He is also executive secretary of 
International Assn. of Fire Chiefs, in 
which he has been active since 1926. 
Mr. Stevens has been secretary-treas- 
urer of Pacific Coast Inter-Mountain 
Assn. of Fire Chiefs since 1922. He 
was director of National Fire Protec- 
tion Assn. from 1922-24. 

He began his career in 1900 as a 
volunteer fireman at Weston, Neb. He 
moved to Portland, Ore., in 1903 and 
joined its fire department as a truck- 
man in 1904. A year later he was 
promoted to lieutenant and advanced 
to captain in 1906. 

By 1913 he was assistant chief and 
fire marshal at Portland. His fire 
prevention activities became well 
known to fire engineers and under- 
writers, and in 1917 he was called to 
head the Fire Prevention Bureau in 
San Francisco. This organization also 
was active in supression of arson. 
Also in 1917, Mr. Stevens organized 
the Oregon State Fire Marshal’s Of- 
fice. 

When National Board established 
its branch at San Francisco in 1917 
and took over the duties of the Fire 
Prevention Bureau, Mr. Stevens 
headed these activities at the new 
branch. 


Joins Pa. Millers Mutual Fire 

Albert E. Turner III has joined 
Pennsylvania Millers Mutual Fire as 
supervisor of claims. He started in 
1950 with Pennsylvania Life, Health 
& Accident and since 1955 has been 
claims supervisor of Aetna Fire at 
Philadelphia. 


The G. L. & H. J. Gross agency and 
Rathbun & Son of Providence have 
merged. The new agency, Gross In- 
surance, will operate at the Gross 
agency offices, 170 Westminster Street. 
Officers are Frank S. Burrows, presi- 
dent; G. M. Gross, chairman and 
treasurer; Carlton I. Fisher, vice- 
president, and J. S. McCormack, sec- 
retary. The Gross agency is 70 years 
old, the Rathbun office 57. 
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Here are a few Hawkeye-Security answers: 


Agency-minded underwriting 

Agency ad-mats and radio copy 

Expiration lists furnished 

Manuals for rates and rules 

Manuals specify binding privileges 

Expert safety engineering K 
Packaged policies 

Claim draft authority for fully qualified agents 
Pocket rate cards 

More branch office authority 


HAWKEYE-SECURITY 
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Des Moines 7 
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The home of Barney and Bea 
Caught fire . . . a catastrophe! 
But quick as a flash 
Who showed up with cash? 


Their agent from G. F. & C.! 


You, too, can be a hero to your client when you have 


-GF&C’s guarantee of performance on every policy: 


® Quick and understanding underwriting service 
@ Prompt and fair settlement of claims 


GENERAL FIRE AND CASUALTY COMPANY 


(A Stock Company) 
Home office: 1790 Broadway, New York 19, N. Y. 
Philadelphia 
Pittsburgh 









Newark Chicago 


Minneapolis 





Insurance written through agents and brokers only 













Chervenak Joins 
Kemper Group To 


Head Fire Production 

John M. Chervenak has been ap- 
pointed manager of fire insurance pro- 
duction for the Kemper companies. 
He has been in insurance since 1930, 
as underwriting manager of the brok- 
erage and general cover department 
of Loyalty group, vice-president of 
Commercial Standard, and, for the 
past six years, as manager of J. E. 
Foster & Son managing general agen- 
cy of Fort Worth. 


Trombley Joins Farmers Of L. A. 

Merton K. Trombley has _ joined 
Farmers of Los Angeles as district 
manager at Midland, Mich. He has 
been in life insurance in the area for 
the past 18 months. 
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Two Tickets That Acquired Culture 





Robert C. Liebe- 
now (center), 
president Chicago 
Board of Trade, 
draws the winning 
number for what 
was originally to 
have been two 
tickets to the 
seventh game of 
the World Series 
but turned out to 
be seats at “The 
Music Man,” from 
a bowl held by 
Frazier S. Wilson, 
executive vice- 
president of Stew- 
art, Smith (IIL), 
while Harold Fred- 
ericks, vice-presi- 


-_ dent of Stewart, Smith, looks on as official witness. Mr. Fredericks has the two 
Palm Beach County Assn. of Inde- World Series tickets in his hand. 


pendent Mutual Agents has been or- 


Stewart, Smith (Ill.) obtained a limited number of tickets to the World 


ganized there with Joseph Gallo of Series games played in Chicago, and held out two to what Chicago fans hoped 
Lake Worth president, Neal H. Dill- would be the seventh game. All Stewart, Smith employes participated in the 
ingham vice-president, Homer Kuney free drawing which was held after the sixth game of the series, so the winner 
secretary-treasurer, and Robert Lyons knew in advance that he would be spending an evening at the theatre rather 


and Leslie Valentine directors. 


than an afternoon at the ball park. 





history, who saw it made, whose lives were shaped by it—this is the theme of Prudential’s 


award-winning TV series, THE TWENTIETH CENTURY, Sunday Evenings, CBS-TV. 


Relive their darkest and brightest moments through 
the camera’s eye on such programs as: 


THE MOVIES LEARN TO TALK —Garbo’s first 
words on film...Al Jolson singing “Mammy”... nostalgic, 
historic—with commentaries by Jack Warner and 
Lee De Forest 

THE SUICIDE RUN TO MURMANSK —the ver- 
batim account of this World War II adventure as told 
by a British skipper who lived it...as seen by American 
correspondent Walter Kerr who was a part of it 


LIFE INSURANCE - ANNUITIES -: 


SICKNESS AND ACCIDENT PROTECTION 





...the people of the Twentieth Century: the people who made 


THE WEEK THAT SHOOK THE WORLD —the pre- 
lude to World War Il...the seven days before the actual 
outbreak...radio tapes of America’s leading foreign cor- 
respondents...the dire predictions of what was to follow 
made by Edward R. Murrow and Eric Sevareid... 


... Significant, exciting shows—POLAND ON A 
TIGHTROPE, GOERING, AGE OF THE JET, MAN 
AND THE MOON, THE OLYMPICS. See them all 
on “THE TWENTIETH CENTURY,” Sunday evenings 
over CBS-TV. 





Prudential 


INSURANCE COMPANY OF AMERICA 


* GROUP INSURANCE + GROUP PENSIONS 








October 16, 19501 © 


Nebraska Insurance 
Institute Set For 
U. Of Omaha, Oct. 30 


Co-sponsored by Insurance Fede. 
ation of Nebraska, Creighton Unive. 
sity, and the universities of Omah: 
and Nebraska, the fourth Nebraska Jp. 
surance Institute will be held on Upj. 
versity of Omaha’s campus, Oct. 39 

Diversified fields of insurance yj 
be discussed by William H. Rodg& 
secretary Transportation  Insurang 
Rating Bureau, Chicago; Davis yw 
Gregg, president American College 
Life Underwriters; Robert R. Neg 
general manager Health Insurang 
Assn. of America; Bradford Smith J; 
executive vice-president North Amer. 
ica, Philadelphia; William C. Fitch, 
director of Department of Health, Ry. 
ucation & Welfare’s special staff on th 
aging; William Grubbs, Nebraska com. 
missioner, and Nebraska Senator Car 
Curtis. 

Some 500 are expected to attend 
including 150 students selected on , 
scholarship basis. In addition to gues 
speakers, there will be a series of ques. 
tion and answer discussions. A lunch- 
eon, reception and banquet are als 
scheduled. 


Knott Brothers Join 


Homer Gwinn Agency 


Knott Brothers Insurance, brokerage 
agency headed by Alexander Knott 





Alexander Knott 


Henry A. Knott Jr. 


and Henry A. Knott Jr., Chicago, has 
become associated with Homer Gwinn 
& Co., agency of that city. 

The Knott brothers, who, in combi- 
nation, specialize in personal and com- 
mercial lines, have been in the business 
some 35 years, most recently with 
Youngberg-Carlson. 


N. Y. Brokers Charge That 


Diners’ Club Is Insurer 


Greater New York Insurance Brok- 
ers Assn. has pointed out in a letter to 
Superintendent Thacher that the Din- 
ers’ Club is incorporated under the 
state stock corporation law and is not 
subject to either the banking or insur- 
ance laws of New York. 

The association contends that if Din- 
ers’ Club guarantees the obligations 
of members to restaurants and others, 
it is doing a guaranty or suretyship 
business as defined under the insur- 
ance law. If this is found to be true, 
and Diners’ Club is not licensed by the 
insurance department, cease and desist 
action is in order, the association main- 
tains. 


Burglary & Glass Insurance Assn. 
of New York will hold its annual din 
ner Oct. 21 at the Commuter’s Res 
taurant in the Hudson Terminal Build- 
ing. 

David Shay, formerly assistant treas- 
urer in the investment division o 
Maryland Casualty, has joined Gold- 
man, Sachs & Co., investment brokers, 
as Baltimore office manager. 


XUM 
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i cll ad The Man with the Plan for 1959 will soon 

and com- te be named. Who is he? He is a progressive 

ge =. P ———_ — Independent Agent representing The Employers’ 
Bae ei Be. Pe Cee Group of Insurance Companies, one of the few 

nation-wide full line Life and Property carriers. 

That How will he be chosen? The 1959 Man with the Plan will be selected from among 

Tr Employers’ Group Agents from coast to coast for his outstanding contribution to the 

ee a Insurance profession and the Independent Agency System. 

the Din- Our 1959 Man with the Plan will be privileged to award a $2,000 Educational 

meg = Endowment to any child of his choice. Underwritten by The Employers’ Life, 

or insur- the proceeds of the Endowment may be used by the child at age 18 for advanced study 

fe for a chosen business, skill or profession. 

cet In partnership with its Agents, The Employers’ Group makes this 

nd others, contribution to advanced education. 
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Nationwide Mutual Research Proves 
All Lines Selling Is In The Cards 


All lines underwriting is the best 
method of bringing a high quality 
product to the mass market at the 
lowest possible cost. This approach 
is also the best way to make sure of 
satisfying legitimate, unfilled insur- 
ance needs rather than contrived needs 
created in order to sell a particular 


coverage, Robert A. Rennie, vice- 
president of Nationwide Mutual de- 
clared in a talk at I-Day, sponsored 
by New Jersey chapter of CPCU in 
Newark. 

Some people doubt that one agent 
can adequately handle life, property 
and liability coverages at the same 


time, he continued. His company be- 
lieves that it has proved that the 
agent can do so. The more than 5,000 
Nationwide agents distribute more 


than 110 different coverages and lines 
of insurance. In addition, more than 
half of these agents are now licensed 
to sell shares of a mutual fund, Mu- 
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tual Income Foundation, which sup. 
plements life insurance in program. 
ming family financial protection. The 
funds assets are invested in high 
grade stocks, which means that a pol. 
icyholder’s fixed life insurance dol. 
lars will be supplemented by infla. 
tion-proof mutual fund dollars. This 
provides a balanced risk. In case of 
deflation, the policyholder is protecteg 
by fixed dollars, in case of inflation, 
by the variable dollars. 


Real Packaging 


Mr. Rennie said that in some ter- 
ritories, Nationwide agents also are 
equipped to offer mortgage and auto 
loans and other forms of credit. It js 
now possible for an agent, using only 
the various Nationwide facilities, t 
sell a policyholder a home that the 
company built, from materials that it 
manufactured, located in a commv- 
nity that it planned and developed, 
and to finance it through either Na. 
tionwide’s bank or mortage company 
and completely insure all properties 
and, persons involved. 

In its research program, Nationwide 
tried to find out what kinds of insur- 
ance services policyholders consider 
most important. In this study, each 
person was asked to state the three 
services he considered most vital. The 
answers assured the company that it 
is on the right track in its all lines 
approach, because the abilities of the 
specialist-agent ranked rather low in 
the study. Service at time of loss out- 
ranked all others in the minds of in- 
sured by almost two to one. Insured 
voted as follows on the importance of 
services: Fairness in paying claims, 
77.6%; service at time of loss, 66.4%; 
promptness in paying claims, 65.7%; 
full explanation of provisions of pol- 
icies, 35%; service in assuring that all 
insurance needs are covered, 24.6%; 
promptness in getting changes made 
in policies, 11.9%. 


View Has Changed 


Some in the company used to be- 
lieve that it should delegate as much 
claims, underwriting and other serv- 
ice work to the agent as possible. This 
view has changed. The company found 
that policyholders were holding the 
company rather than the agent re- 
sponsible for the quality of service by 
more than. three to one margin. As 
a result, Nationwide is now freeing 
its agents more and more from service 
work to do the job they can do best 
—helping families with problems of 
risk and financial management. 

On the other hand, Nationwide is 
launching a network of drive-in claims 
stations to streamline this work. Re- 
sponsibility for underwriting and pol- 
icy issuance is going back to special- 
ized departments. This trend merely 
reinforces the original pattern, because 
Nationwide has always handled bill- 
ing, renewals, and collections directly, 
Mr. Rennie explained. 

The merger of life and property- 
casualty insurers will undoubtedly 

(CONTINUED ON PAGE 28) 


LAW TRAINING 


for Insurance People 


You can acquire Law at home, specializing in program 
related to insurance—Law of Contracts; Quast Con 
tracts; Agency; Torts; Domestic Relations; Pont 
Property and Bailments; Negotiable Instruments; 
Guaranty and Surety; Insurance—or complete pee 
ing leading to LL.B. Degree. Advance step by step 
spare time with help of licensed attorney instreeee 
Full 14-volume Law library included. Low hem 
easy terms. Free valuable booklets “Law Training 
Leadership” and “Evidence” tell complete story. 
Write today, no obligation. 

Accredited Member, National Home Study Council 


Street 
LASALLE EXTENSION UNIVERSITY, 417 South Dearborn 
A Cer Dept.t-577 Chicago 5 
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“Here’s how I picked up $1,731 
in NEW premiums with more to come.” 


by a Pittsburgh insurance agent 


“When I heard that a contractor was about ready to 
renew his firm’s liability insurance, the first thing I did 
was call Bill Nearing, Special Agent for The American. 


“Knowing we were up against tough competition, Bill 
and I wasted no time making a detailed survey of this 
company’s present liability policies. It paid off! Bill 
found some over-lapping coverages. Back at his office 
he had The American underwriter work out a program 
that eliminated all duplication and offered proper cover- 
age at less premium . . . with The American’s Compre- 
hensive Liability Policy. 


“Needless to say, the contractor was pleased as 
punch. He not only awarded me the policy totaling 
$1,731 in premiums but also promised me, as soon as 
they expired, his personal Homeowners policy, the 
Money and Securities policy on the business, and the 
total Fire line on the office building and other property 
he owned . . . with premiums in excess of $2,000! 


“Believe me, I’m not letting this extra income go to 
waste. That’s a new outboard motor on my boat. And 
that’s Bill Nearing right next to it. It’s a real pleasure 
to take him for a cruise once in a while. After all, he’s 
worked as hard for it as I have!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services...offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest American 
branch office. Let us prove to you that The American 
means business... MORE BUSINESS FOR YOU. 


ee \ I G f 
NEWARK 1, NEW JERSEY 


The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH + ALLIED LINES * AUTOMOBILE + BONDS + BURGLARY « FIRE - GENERAL LIABILITY 
GLASS + INLAND & OCEAN MARINE +« MULTIPLE PERIL + WORKMEN’S COMPENSATION 
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North America Changes 
In Europe And Canada 


North America has made a number 
of changes in its European treaty re- 
insurance department. The company 
has also named J. Douglas Craddock, 
assistant manager for Canada at Mon- 
treal. 

In Europe the company has ap- 
pointed C. W. V. Bakker, director of 
European reinsurance; Reginald H. 
Green, assistant manager, treaty re- 
insurance department, both at The 
Hague; and Zbieniew M.. Zmigrodzki, 


Some jobs call for a specialist 


FieNATIONAL UNDERWRITER 


manager, London reinsurance 
department. 

Mr. Bakker was formerly with Am- 
sterdamsche Maatschappij van Onge- 
vallen-Verezekering N.V. at Amster- 
dam. Mr. Green was with C. E. Gold- 
ing & Co. Ltd. at London. Mr. Zmi- 
grodzki had previous experience with 
Victory Ins. Co. in London. 

H. Ernest Feer will continue as 
resident delegate of the Philadelphia 
home office to The Hague. 

Milos R. Knorr, manager of treaty 
reinsurance, will return to Philadel- 
vhia at the end of the year. 


treaty 


Mr. Craddock joined North Amer- 
ica as a special agent at Regina, Sas- 
katchewan, in 1945. He has been as- 
sociate agency superintendent in the 
Canadian head office at Toronto; man- 
ager of the Toronto metropolitan serv- 
ice office, and, since 1958, manager of 
the Montreal service office. 


Royal-Globe Names Captain 


Michael P. Captain has been ad- 
vanced to state agent of Royal-Globe 
at Columbus, O. He was special agent 
at Toledo for five years. 





Motor mending an be a frustrating experience, as many 


a lawnmower jockey has learned. It’s definitely a job for experts. 


Similarly, bonding problems can best be solved by bonding 


specialists, such,as the men who staff FsD’s 50 field offices. 


Fidelity and Deposit Company 


Bonding and Insurance 


Baltimore, Maryland 
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One-Stop Trend Cited 


To Cooperative Group 

More than 100 delegates from 
nations attended the meeting of th 
insurance committee of Internationg 
Cooperative Alliance in New Yom 
The conference of the insurance eq, 
tion was the first held in the westen, 
hemisphere. Eight U.S. companies ang 
18 foreign insurers were represent 
at the session. : 

Dean Jeffers, vice-president of salg 
of Nationwide Mutual, reported thg 
a research project his company re 
cently undertook showed clearly thy 
purchases are not now made for jp. 
dividuals, but for families, and thy 
includes insurance buying. 

Convenience in buying is also be 
coming a prime factor in insurang 
marketing. The trend will be for th. 
family to purchase all insurance needs 
including life and A&sS, in one pack. 
age from a single company. Mr. Jef. 
fers implied that the non-multipk 
line companies might find themselyg 
at a competitive disadvantage in th 
years ahead. 

Ernest Klepetar, vice-president an 
chief actuary of Mutual Service of & 
Paul, said insurers had an obligatio 
to policyholders to improve servig 
on existing needs and to discover ney 
needs. He charged many companie 
with inventing needs, rather tha 
searching for new ones, to keep a step 
ahead of competitors. He cited th 
family life policy as an example of 4 
contrived need. 

As a remedy against such futur 
inventions, Mr. Klepetar  suggeste 
that a joint agency be set up for re 
search on existing needs; on the basis 
for assessing the cost of the product 
equitably; and on the possibilities o 
extending the availability of the prod- 
uct to classes of risks which tradi- 
tionally have been regarded as unat- 
ceptable. 


N. Y. Agents Will Quote 


Thacher On Commissions 


Arthur F. Blum of Rockaway Park, 
president of New York State Assn. ¢/ 
Insurance Agents, has reported ti 
members in their publication, Agency 
Forum, the results of a recent com 
ference of association officers wil 
Superintendent Thacher of New York 
The officers told Mr. Thacher thé 
some insurers have been flatly stat 
ing or otherwise implying that recel 
commission cuts were required by tht 
reduced acquisition or production coj 
allowance in the rate formula. 

According to Mr. Blum, Mr. Thache 
said that this inference by the Co 
panies was unwarranted, that 
the law the superintendent has ! 
power to regulate commissions, al 
that insurers are not required to lim 
acquisition costs to the allowance i 
cluded in a rating formula. 

Mr. Blum said that this statemel 
completely negates the notices met 
bers have received from compahié 
pointing out that the reason for 
duced automobile commissions was? 
filing made by National Bureau | 
National Automobile Underwritt 
Assn. The statement should also ast 
members in discussions on comm 
sions, Mr. Blum said. 


With Alabama General Agency 
Brame, Ward & Hancock, M@ 
gomery, Ala., general agency, has# 
pointed William H. Compton 4% 
superintendent. Mr. Compton had 
viously been with Alabama ha® 
Bureau and in the local agency # 
ness. : 
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A well-informed agent must know 
what his obligations are to his com- 
and to his insured. He should 
know what duties his companies owe 
him as their agent, and just how far he 
ean trust his “independence” without 
jeaving himself wide open for a law 
suit. Donald L. Rollins, assistant vice- 
t of Lumber Mutual Fire of 
Boston, offered this advice in his talk 
at the annual meeting of Louisiana 
Assn. of Mutual Insurance Agents at 
New Orleans. 

An agency contract or agreement 
simply indicates that the underwrit- 
ing facilities of the company have 
peen made available, that the com- 

shall pay a commission and that 
the agent agrees to pay all premiums 
to the company. This is simple enough, 
but these are not all the legal obli- 
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gations which are established, Mr. 
Rollins declared. The contract creates 
a fiduciary relationship between the 
agent and the company and vice- 
versa. This can perhaps be described 
as a blanket which covers the entire 
government, and interwoven in each 
thread are legal obligations which are 
implied by law and can only be 
learne i by study of the law itself. 

The law of agency requires the 
agent to handle his business in an ef- 
ficient, precise manner. Because the 
agent has a singular position in a 
unique business, he is held to a higher 
standard of conduct, good faith and 
eonsideration of his customer than are 
other merchants. Courts have held 
that there must be recognition that in- 
surance matters are fundamentally 
unlike ordinary commercial or busi- 
ness transactions where mere profit is 
the stake, for the failure of insurance 
protection can result in irretrievable 
disaster to the individual. 


Protective Methods 


Mr. Rollins warned that an agent 
must be alert to the possible legal im- 
plications of his position because he is 
peculiarly susceptible to legal difficul- 
ties in dealings with customers. Many 
transactions are oral without wit- 
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nesses, and “exposure” results from 
this fact alone. It is impossible to in- 
sulate one’s self from the vagaries of 
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Integration with Savings 


How best to bring about har- 
monious and profitable relation- 
ships between two differently 
oriented companies is one of our 
major functions as an outside 
counsellor in the specialized 
problems of insurance. If your 
company faces such a problem, 
perhaps you might like to dis- 
Cuss it with us. 
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Cites Agent's Basic Obligations 
And Rare Cases To Prove Points 


fortune in dealing with the public. 
Protection can never be perfect, but 
the damage can be minimized. 

He recommended memoranda of 
telephone calls; a telephone answer- 
ing service at the agency office to 
record and date calls. This affords the 
opportunity of calling the office at 
night, should a contract be entered 
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W. CLEMENT STONE, PRESIDENT 
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Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


into; confirming letters; completion of 
application forms in customers’ hand- 
writing; painstaking discharge of of- 
fice detail; prompt attention to all es- 
sential matters; and care that em- 
ployes follow these basic rules. 

Mr. Rollins recalled a Massachusetts 
agent who had to pay a collision loss 
out of his own pocket because insured 
claimed he had ordered the coverage, 
although the agent was sure that he 
ordered liability coverage only. A 
sharp question of fact was presented 
to a court, which decided in favor of 
the customer. A memo or, better still, 
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a signed order would have averted 
this situation. 

With regard to an agent’s obligation 
to his company, he must act in good 
faith; stay within the scope of his ac- 
tual authority; obey the company’s in- 
structions; and use care and diligence 
in handling the business entrusted. to 
him. The general public knows noth- 
ing of his limits of authority and 
relies on the agent. Therefore he can 
bind the company even though the 
act is beyond the actual power ex- 
tended by the company. However, 

(CONTINUED ON PAGE 21) 
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Combined Insurance Co. of America, 
5050 Broadway, Chicago 40, Illinois 


Gentlemen: We would like details about Combined’s 
Business and Professional Men’s Compensation Plan. 
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For musical instruments, contractors’ and agricultural equipment, 
cameras — in fact, for all the Inland Marine prospects you have. Our 
Inland Marine special representative is quali- 
fied and ready to solicit, quote premiums and 
tailor coverage to fit your insured’s require- 


ments. 


As a member of our mobile production team, 
his thoroughness and experience are avail- 
able to each agent, proving again that 
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150 WILLIAM ST., NEW YORK 38, NY. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
WEWARK INSURANCE COMPANY © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN 
MARINE INSURANCE COMPANY LTD © THAMES & MERSEY MARINE INSURANCE COMPANY. LTO. 











- Conventions 


Oct. 18-20, Maryland agents, annual, Emerson 
Hotel, Baltimore. 

Oct. 18-20, M.ssouri Assn. 
Agents, annual, Hotel Governor, 
City. 


of Independent 
Jefferson 


Oct. 19, Rhode Island agents, annual, Sheraton- 


Biltmore Hotel, Providence. 

Oct. 19-20, Arizona agents, annual, Camelback 
Inn, Phoenix. 

Oct. 19-21, National Assn. of Mutual Insur- 
ance Agents, annual, Chase Park Plaza, St. 
Louis. 

Oct. 22-23, Insurance Serv‘ce Assn., annual, 
Park Plaza Hotel, St. Louis. 

Oct. 26-27, Illinois agents, 60th annual, Le- 
land Hotel, Springfield. 

Oct. 26-28, California agents, annual, Biltmore 
Hotel, Los Angeles. 

Oct. 26-23, National Assn. of Independent In- 
surers, annual, Sheraton Park Hotel, Wash- 
ington, D. C. 

Oct. 27-28, Massachusetts agents, 
Sheraton Plaza Hotel, Boston. 

Oct. 29, Connecticut agents, annual, 
Hilton Hotel, Hartford. 

Oct. 29-31, Colorado agents, annual, 
moor Hotel, Colorado Springs. 

Oct. 29-31, South Carolina agents, annual, Wade 
Hampton Hotel, Columbia. 

Nov. 2-4, American Management Assn., Insur- 
ance Section, fall conference, Drake Hotel, 
Chicago. 

Nov. 15-17, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 

Nov. 15-18, Indiana agents, 
Hotel, Indianapolis. 

Nov. 16-17, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 

Nov. 19, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 

Nov. 19-20, Casualtv Actuar:al Society, annual, 
Sheraton Hotel, Chicago. 

Nov. 19-20, Conference of Mutual Casualty 
Comnanies. accounting & Statist.cal, office 
methods & personnel, Conrad H.lton Hotel. 
Chicago. 

Nov. 39-Dec. 4, National Assn. of Insurance 
Commissioners, winicr meeting, Fonta.ne- 
bleau and Eden Roc Hotels, Miami Beach, 
Fila. 

Dec. 6-7, Arkansas agents, midyear, Hotel La 
Fayette, Little Rock. 

Dec. 27-29, American Assn. of University 
Teachers of Insurance, annual, Washingion, 
DB. ¢. 


Feb. 18-20, Texas mutual agents, 
Commodore Perry Hotel, Austin. 


August 15-17, Texas mutual agents, 
Hotel Galvez, Galveston. 


Sept. 7-10, Alaska agents, annual, Mt. McKin- 
ley Nat‘aral Park. 


Sept. 18-21, Idaho agents, annual, Sun Valley. 
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Lansing Agency Is Honored 
For 50 Years With Boston 


Officials of Lansing Insurance Agen- 
cy were guests of honor at a dinner 
sponsored by Boston marking the 50th 
year the agency has represented that 
company. W. D. Cameron, secretary- 
manager, and Frank Westerman, state 
agent, represented Boston and pre- 
sented a gift to John Goodell and Ver- 
non Eversole, executives of the agen- 
cy. 


New York Companies Merge 


Grange Cooperative Fire of South 
Glens Falls, N. Y., has been merged 
with Saratoga County Mutual Fire of 


| Mechanicsville, N. Y. The surviving 


corporation is Saratoga County Mutual 
Fire. 


Blue Plan For Senior Citizens 


Blue Shield Plan, Medical-Surgical 
Service of Illinois, Rockford, is now 
offering a senior citizens program for 
persons 60 and upward. A certificate 
will be available on an_ individual 
non-group subscribers basis at $23.20 
per year and includes surgical bene- 
fits for procedures in the hospital, 
doctor’s office or clinic, in-hospital 
medical visits, X-ray examinations in 
the hospital or doctor’s office, radiation 
therapy and radio-active isotopes, sur- 
gical assistants intensive medical care 


| and administration of anesthetic. 
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HOW MUCH 
IS ALOT? 


That depends on you! It de- 
pends on how much money 
you want to make—and 
whether you can instill in 
others your spirit of accom- 
plishment and “know how”, 
So, ask yourself: 


Can | show others how to 
prospect—to get leads 
from their own efforts, 
ability and imagina- 
tion and not depend on 
the home office or their 
supervisor? 





Can I inspire others to 
tell a convincing story 
—and do better with a 
proven competitive 
merchandising plan, 
featuring dismember- 
ment—lifetime income 
—top value income 
settlement option— 
and the premium pay- 
ment plans of the 
future, Check-O-Matic 
and Aut-O-Check? 


Can | inspire others to 
enjoy competition— 
and more important, to 
compete with them- 
selves? 


Can | instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 


If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: 


Highest lifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top lst year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 


THE ove STATE LIFE 
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COLUMBUS 15, OHIO 











October 16, 1959 


Ny. Y. Agents’ Card 
t For Downstate 


downstate meeting of New 

State Assn. of Insurance Agents 

be held at the Garden City Hotel, 

en City, N.Y., Oct. 20. A feature 

of the afternoon program will be an 

ss by Superintendent Thomas 
Thacher of New York. 

Chairman of the meeting is George 
A. Kramer Jr., of Williston Park, and 
e-chairman is William J. Blum of 
Rockaway Park. About 1,000 are ex- 
pected to attend the meeting, spon- 
gored jointly by the New York state 
ow”, | fassociation and Suburban New York 
Assn. of Insurance Agents. 

The morning program will have the 
following speakers: Thomas O’Boyle, 
manager New York Motor Vehicle 
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—— Accident Indemnification Corp.; James 
orts, M. Cahill, associate manager, National 
ina- Bureau; E. Vernon Roth,’ associate 
d on % manager, Surety Assn. of America; 


John W. Van Brunt, metropolitan fire 
manager, Fireman’s Fund; Arthur L. 
Schwab, Staten Island, chairman of 
the legislative committee of the as- 
sociation; and John McDonald, as- 
sistant to the president Recording & 
Statistical Corp. 

The morning session will be mod- 
erated by Mr. Blum, who is president 
of the suburban association. 

“Producers’ Place in the Insurance 
Field” is the subject to be discussed 
in the afternoon by panelists Raymond 
A. Muth, Newark, N.Y. treasurer of 
the state association; Alex Goldberger, 
Fulton Fire Agency, Brooklyn; Amos 
Redding, secretary Aetna Casualty; 
Robert J. Stearns, Poughkeepsie agent; 
Arthur F. Blum, president of the state 
association; and Claude Rice, insur- 
ance manager Babcock-Wilcox Co. 

A discussion period will complete 
the afternoon session to be followed 
by a cocktail party and dinner. 


= 
o) 
HL 
5 

2: Sela 









ee ee ee 









Texas Local Boards Elect 


New officers of local boards of 
Texas Assn. of Insurance Agents are: 
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Hartford Fire Names 
Battistini, Ulrich 


Hartford Fire has appointed Alfred | 


M. Battistini and L. D. Ulrich as- 
sistant managers of the new Cincin- 
nati departmental office to be opened 
next spring. Earle S. Whitcombe had 
previously been named manager. 
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At Cincinnati, Mr. Battistini, who | ‘~ 


is Pittsburgh manager of Hartford Ac- | 


cident, will be assistant manager for 
casualty and surety. Mr. Ulrich, sec- 
retary of New York Underwriters at 
New York, will be assistant manager 
for fire. 


Mr. Battistini has been with Hart- | 


ford Accident since 1922 when he 
joined the home office automobile de- 


partment. He was transferred to Pitts- | 


burgh in 1931 as assistant superin- 
tendent of casualty underwriting, and 
was advanced to casualty superin- 
tendent in 1939, assistant manager in 
1945 and manager in 1954. 

Mr. Ulrich joined New York Un- 
derwriters in 1928 in New York and 
was later in the Michigan and Indiana 
fields before becoming manager at 


St. Louis. He has also been executive | 


state agent of the western department. 


He returned to New York in 1955 as | 
assistant secretary and was advanced | 


to secretary in 1957. 


State Farm Names Seven 


Daniel McNertney has been named 
advertising superintendent of State 
Farm Mutual Auto. H2 formerly was 
assistant superintendent. 

Lynn Woods, for seven years a dis- 
trict manager for State Farm Mutual 
at Salem, Ore., has been named 
agency director of the northwest of- 
fice there. 


New appointments of State Farm | 
Fire & Casualty at the east central | 
office now under construction at | 


Newark, O., include: Thomas Moberly, 


acting regional fire manager; John | 


Terndrup, acting underwriting super- 
intendent; Paul DeLong, acting loss 
superintendent; and George Scheid, 
acting service superintendent. The new 
fire company unit will be set up on a 
staging basis at Springfield, Pa., and 
will move to Newark about March 1, 
1960. 

Director of education and training 
at the east central office will be Jo- 
seph H. Johnston, presently a district 
manager at Indianapolis. 










Midland—Clarence E. Nelson, presi- 
ies? dent; Duke Jimerson, vice-president; 
Martin C. Meissner, secretary. 
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It’s no TRICK. ..when 


you TREAT them right! 


The agent who prospers finds it no 
trick to keep his clients happy — 
especially when he treats them right 
by placing business with the Holyoke 
Mutual! Courteous attention and 
prompt, efficient service all help to 
build confidence and maintain good- 
will between policy holder, agent 
and company. 


Write TODAY for a valuable 
agency appointment 


> Pmutvat 


FIRE INSURANCE COMPANY 


SALEM, MASSACHUSETTS » FOUNDED IN 1843 








NOW! Reliance Premium Financing 
Gives Your Insureds “Open End” Credit 





The Reliance premium financing plan, ““CANANWILL”, has 
always scored a hit with Agents. Now, Reliance makes this 
plan even better by offering continuous contract financing. 
One signature from your client can cover all subsequent 
policies in the CANANWILL plan, regardless of type of cover- 
age! You gain added control over his insurance program, 
securing the account from competition for a longer period. 
You get your full commission—immediately—and you elim- 
inate bookkeeping and botheisome details! 

Reliance CAN AND WILL bring the benefits of budget 
financing to every insured. For full information, see your 
Reliance Fieldman, or write CANANWILL, INC. at the Re- 
liance Head Office. 





- Secuat* 


RELIANCE INSURANCE COMPANY 


401 Walnut Street, Philadelphia 6, Pa. 
Symbol of American Insurance integrity since 1817 
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Restrictions Said To 
Be Coming For CPL 


It is rumored that comprehensive 
personal liability is going to be re- 
stricted with respect to boats, swim- 
ming pools and other hazards not con- 
templated when the policy originally 
was drafted, Richard Thompson of 
Valley Stream, L. I. reports in the 
Bulletin of Nassau County Assn. of 
Insurance Agents. 

The boating problem is serious, he 
states. Some states are even consid- 
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ering financial responsibility laws for 
boat operators. The big problem is the 
youthful operator of high powered 
boats in highly congested waters, plus 
youthful passengers. A Boston news 
item tells of an 18 year old high school 
girl who had her leg nerves slashed 
by the propellor of a speeding boat in 
the hands of a 13 year old boy. This 
was settled out of court for $67,500. 

Northern of New York has elected 
Frederick K. Huber, New York City 
attorney, a new director. 


Cites A&S As Vital 
Tool For All Agents 


Any government intrusion into any 
area of coverage that can be written 
by private insurers is a real threat to 
all forms of coverage that any type 
of insurer underwrites. Health insur- 
ance is about the only coverage writ- 
ten by all types of companies. In most 
instances, except for those companies 
wholly engaged in A&sS, it is a sec- 
ondary or accommodation line. Nev- 
ertheless, it is the primary coverage 





More Hartford Extras 
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AGENCY 


310 MAIN ST. SPRINGFIELD 


Identification that pays off in sales 


SMITH. WHILOCK Vang 





Signs.. .on the road 
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that social planners first try to nation. 
alize under social insurance s 
Ardell T. Everett, 2nd vice-presidey 
of Prudential, declared at the se 
and agency management workshop 4 
the annual meeting of National Assn, g 
Insurance Agents at Chicago. 

Such moves are always triggered 
the emotional appeal of health cap 
needs of the aged and the unfortunay 
few, and political aspirants and jp. 


cumbents rarely have the courage t i 


oppose them. 

He urged agents not only to sell th 
public the best possible voluntay 
health protection, but to take necg 
sary political action to make sure tha 
customers will always have the op 
portunity to buy it. The latter 
will result in a profit far beyond th 
value of present and future com. 
missions—because the agent will 
selling the continuance of the systep 
under which he freely operates. 


Importance Of A&8 


Agents who have fully covered thei 
clients in other respects may be leay. 
ing a loose link in the chain of pr. 
tection that could well be the Achillg 
heel of their entire business—health 
insurance, Mr. Everett said. A lawye 
friend of his had homeowners, ade 
quate general coverage, and $100,00) 
life protection. Then he had a seriou; 
coronary attack that has left him crip. 
pled at home for eight months. He 
found that he did not have adequate 
health care or disability coverage 
Staggering bills have practically bank- 
rupted the family. His life insurance 
has been impaired because he has had 
to use all of the eash value. His “nes 
egg” has been exhausted. His home 
mortgage has been increased. He 4 
bitterly critical of all his insurane 
advisers—life and general—for no 
seeing that he had a properly bal 
anced program. “How many of you 
clients would find themselves in this 
same position if a catastrophic illnes 
should strike?” Mr. Everett asked the 
agents. 

He urged them to encourage thei 
companies to bring their health pro 
grams up to date, in view of the 
trends in the business and to encour 
age each group and individual pros 
pect or policyholder to have an ade 
quate health program, providing cov- 
erage past age 65. He also advised 
continuing service to clients, after ‘he 
original sale, in order to make sur 
that they are informed of improve 
ments in coverage which might bette 
serve their changing needs. 


Tucker-Ferrell Adjusting Co., mul 
tiple line adjusters of Spokane, ha 
moved to South 158 Stevens Street. 
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Associating your agency with the famous Hartford Stag 
symbol is good business — any time. And Hartford Group 
Agents have, for years, publicly displayed that trademark on 
attractive office, building, and window signs. 

Now Hartford Fire Insurance Company and Hartford 
Accident and Indemnity Company Agents have another 
device—the Roadside Sign. It’s a powerful, new advertising 
tool, specifically designated to help Hartford Agents get local 
mileage out of the Hartford’s aggressive national advertising 
which appears regularly in Saturday Evening Post, Life, 
Look, Reader’s Digest and many other leading magazines. 

Hartford magazine ads advise “See your local Hartford 
Agent.” Hartford Roadside Signs tell where to find him! 


More than 4,000 Roadside Signs now dot the Nation’s 
highways. And more are appearing every day, forging a 


HARTFORD FIRE INSURANCE COMPANY * HARTFORD ACCIDENT AND INDEMNITY COMPANY * HARTFORD LIVE STOCK INSURANCE COMPANY 
CITIZENS INSURANCE COMPANY OF NEW JERSEY, HARTFORD 15, CONN. * THE COLUMBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, 
MASS. > NEW YORK UNDERWRITERS INSURANCE COMPANY, NEW YORK 38, N. Y. * TWIN CITY FIRE INSURANCE COMPANY, MINNEAPOLIS 2. MINN 


strong and constantly growing advertising network that works 
for all Hartford Agents... 

Individually, they work to build the agent’s prestige. Work 
to build his sales. Work as all Hartford Agent extras do... to 
identify the local Hartford Agent with the nationally known 
Hartford Stag trademark, symbol of quality protection since 
1810. 


HARTFORD — 


Fire Insurance Company 


GROUP, 


Protection for family... 7 
home...car... business 











The London market a 
LUMLEY, 
DENNANT, & 
COMPANY, INC. 


New York Hartford} * 





Baltimore 


with affiliated offices at 
LLOYDS 
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Thacher Reviews N. Y. 


FieNATIONAL UNDERWRITER 


Department's Status 


(CONTINUED FROM PAGE 1) 


cular letter is about to be dispatched 
jo all property insurers asking that 
they report the details of their fi- 
nanced plans to the department and 
at the same time subject them to 
careful scrutiny themselves, Mr. 
Thacher said. 

In the general field of credit 
insurance, the department is beyond 
the point of circular letters, he con- 
tinued. The law on the subject is clear, 
and the department is actively en- 
gaged in its enforcement. While one 
of its regulations in this field is in- 
yolved in litigation, a decision on the 
matter is expected and, whatever its 
outcome, the department is prepared 
to take all appropriate action to stop 
violation of the statutory precept that 
premiums be reasonably related to the 
penefits received. One company which 
appeared to be charging excessive 
rates for credit insurance has already 
entered into a consent decree prohibit- 
ing such practice and has agreed to 
make refunds to those it had over- 
charged. 

Comments On Investigation 


Mr. Thacher also covered the sub- 
jects of rates and rating, health, and 
automobiles. With respect to the first, 
he noted that the Senate anti-trust 
subcommittee, the joint legislative 
committee of the New York legisla- 
ture and various National Assn. of In- 
surance Commissioners’ committees 
are actively at work. 

Though compliance by his depart- 
ment with the questionnaires of the 
subcommittee has been something 
of a chore, the process is essentially 
healthy, entailing fresh appraisal of a 
decade’s experience under legislation 
enacted after public law 15. Certainly 
no one concerned in the work of in- 
surance regulation in the various 
states claims perfection for his state’s 
system, and if improved procedures 
are suggested in any form, Mr. 
Thacher is sure that they will be wel- 
comed and considered by the NAIC 
committees in this field. 

Too often, he believes, in all the 
commentary upon the Senate investi- 


to encour- . ae : 
dual prot gation, it is forgotten that anti-trust 
fe an ade concepts are not doctrinaire principles 
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to be uniformly applied. The rule of 
Teason is an inherent part of anti-trust 
doctrine, and that rule makes it es- 
sential that the economic character 
and function of the business under 
scrutiny be fully understood. If this 
process of re-examination on so many 
fronts does nothing more than bring 
about wider recognition of the unique 
character of the insurance business 
as contrasted with other lines of com- 
merce in which anti-trust concepts 
have so salutarily been applied, great 
public service will have been done. 


Turning to automobiles, he noted 
that his department has no more con- 
trol over traffic and the impact of 
inflation on claim costs than it has 
over hospital costs and_ hospital 
charges, but does have a direct con- 
cern with those matters. An interde- 
partmental committee is at work, and 
high on its agenda are the matters of 
proper control of drivers—record keep- 
ing, control of vehicle safety and in- 
spection procedures. In addition to 
this work, the department is deeply 
concerned with assigned risk prob- 
lems, and both procedural and sub- 
stantive changes are under study, as 
is the whole gamut of underwriting 
procedures into which Mr. Thacher 
began an investigation not long after 
taking office, early this year. 
Department Costs 


He noted that, except for the cost of 
its welfare fund bureau, the depart- 
ment’s expenses are defrayed entirely 
by fees and assessments against its 
licensees, and add nothing to the level 
of general taxation in the state. 


Amounting to one-twentieth of a cent 
out of each dollar of premiums col- 
lected by companies licensed by the 
state, this seems a small charge for the 
job that is done. 

In this connection, Mr. Thacher 
pointed out that the department’s 
liquidation bureau, is entirely self sus- 
taining. Concerned with the conserva- 
tion, and if necessary the liquidation 
of mismanaged or illegally operating 
insurers, this bureau’s costs are de- 
frayed as in bankruptcy almost en- 
tirely by returns on reinvestment of 
the funds in liquidation before dis- 
tribution to creditors. 

Liquidation bureau salaries are 
modest and the returns on its soundly 
managed investments are dependable 
and comparatively high. As of Aug. 31 
of this year, the bureau was adminis- 
tering total assets of $5.3 million, 
maintaining them in highly liquid con- 
dition (normally with a six-months 
maturity) and achieving an average 
yield of slightly over 3%. For some 
years, demands upon the liquidation 
bureau have been shrinking, thanks 
to the state of the business and the 
national economy, Mr. Thacher con- 
cluded. 
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Program Set For Conn. 
Agents’ Annual Meeting 


William A. Pollard, executive secre- 
tary of National Assn. of Insurance 
Agents, will speak on closer ties with 
his organization, at the annual meeting 
of the Connecticut agents’ association, 
Oct. 29 at Hotel Statler-Hilton, Hart- 
ford. 

Other speakers are J. Quentin Breen, 
director of client services of William 
Schaller Co., Hartford advertising 
agency, on “Making Hay Locally;” Lou- 
is Girolamo, Westmont, N. J., local 
agent on meeting direct writer compe- 
tition; Robert Burns, president of 
American Agency Management Bu- 
reau and Washington D. C. local agent, 
on problems of the average agent, and 
Donald I. Rogers, New York Herald 
Tribune business and financial editor, 
on the general effect of inflation upon 
the national economy. 

Virginia Assn. of Insurance Agents 
has started publication of News & 
Views to replace the Newsletter it has 
issued for four years. The change in 
format will provide more space per 
issue and make publication easier. 
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in New York. 
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Editorial Comment 


What's In A Name? 


There is an intriguing phrase in 
common use in the business. This 
phrase—the acquisition cost factor— 
has been unusually prominent lately 
in connection with automobile rates. 
The term “acquisition cost” must be 
unique to insurance. In any other 
business, the expense of putting a 
product in a customer’s hands is 
called distribution cost. 

Use of the word acquisition is per- 
haps symptomatic of the ingrown na- 
ture of this business and the tendency 
of companies and agents to hold in- 
tramural debates in which the cus- 
tomer is seldom if ever mentioned, al- 
though his dollar is usually the issue. 

If the term “distribution cost” were 
used in the business it would put the 
focus where it belongs—on insured. It 
would immediately highlight the fact 
that the agency system—comprised of 
agents and companies—shares a joint 
problem of selling its product, process- 
ing it and servicing it, at a competi- 
tive price, with a profit and a fair re- 
turn to all concerned. 

Other businesses use the term “dis- 
tribution costs.” Manufacturers, for 
example, want to know what such 
costs are, in order to determine pro- 
fitable prices, to employ efficient 
methods of selling, to compare abilities 


of salesmen, to discover where and to 
whom to sell, to pinpoint the most ef- 
ficient sales channels, to control the 
activities of salesmen, to define and 
allocate sales territories, to determine 
discount practices, to distribute ad- 
vertising emphasis, to set salesmen’s 
compensation, to control billing, ac- 
counting and allied expenses, and to 
pinpoint profitable products. 

It will of course be argued by die- 
hards that insurance is unique and 
that no valid comparisons with other 
business can be drawn. The modern 
merchandisers of insurance who 
brought progressive ideas into the 
business have knocked this argument 
into a cocked hat. They have adapted 
some of the basic cost principles of 
manufacturing and retailing to insur- 
ance. This is the reason why stock 
agency companies face a crisis in 
marketing. 

It is not suggested that the agency 
system can or should adopt all the 
practices of other lines of business. 
But one of the latter’s operating 
principles must be commended—con- 
centration on the customer. The agen- 
cy system can achieve that viewpoint 
speedily, if it too begins to think in 
terms of distribution—rather than 
acquisition.—J.N.C. 


The Third Man Theme 


George Romney, president of Amer- 
ican Motors, the firm which revolu- 
tionized the automobile market through 
development and promotion of com- 
pact cars, probably devotes little or 
no attention to current uncertainties in 
the insurance business. Nevertheless, 
he has written the best prescription to 
date to resolve them. He wrote it as 
part of a full page advertisement in 
leading metropolitan newspapers. Here 
are the high points: 

An unremitting search for basic ex- 
cellence is the essence of the Ameri- 
can dream. The conscientious maker 
strives for it in all he produces. The 
careful buyer seeks it out in all he 
purchases. This freedom of choice— 
the right to select or reject—is the 


immutable law of the free market 
place. It is the stern arbiter that 
brings new brands to the fore, rele- 
gates former favorites to the pack. 
Each deserves the fate decreed to it. 
For, after the public has sufficient 
time to weigh, measure and compare, 
it is unerring in its judgments. 

Let the public have opportunity to 
form its judgments, and nothing can 
stand in the path of the product that 
has basic excellence—not competition, 
no matter how strong or entrenched; 
not innuendo, nor depreciation nor 
outright attack; not imitation of the 
original, no matter how skillful. Wheth- 
er it be a cake of soap, or a television 
set, a toothbrush or a house, a packet 
of gum or an automobile, the cus- 


tomer has but one standard. This is 
the standard of that product’s “use- 
fulness to the user.” Only so can basic 
excellence be measured. Let a prod- 
uct have the quality of greatest use- 
fulness to the user, and eventually it 
takes first place in public considera- 
tion. 

Mr. Romney notes in his message 
that many have expressed astonish- 
ment that his product—the Rambler 
—produced by an independent maker, 
could reverse the whole trend of Amer- 
ica’s largest industry. However, he 
says, this should not be surprising. 
It has happened countless times before 
in other fields. “We would only have 
felt surprise, if, after all our efforts, 
we had found the law of the market 
place had been suddenly repealed.” 

Mr. Romney goes on to invite com- 
parison between his product and oth- 
ers. He tells potential buyers: “Gladly 
we leave the verdict in your hands. 
The law of the market place leaves us 
no alternative in any event, nor do we 
want one. The success we have had 
already is only the result of the pub- 
lic’s good judgment. Failing to deserve 
your approval, we will not continue 
to succeed. Earning it, nothing can 
stay our progress.” 

Acceptance of Mr. Romney’s re- 
statement of a basic truth—which 
often appears to be overlooked by 
those in insurance—is an immediate 
necessity. Perhaps the prescription 
should be clipped and pasted over the 
shaving mirrors of company men and 
agents. It would be a constant re- 
minder that there is one person in the 
world, infinitely more important than 
the one they are gazing at in the mir- 
ror. That is the customer. He is really 
the one to get all lathered up about. 
—J.N.C. 





W. Clement Stone, president Com- 
bined group, has an article in the 
current issue of Success Unlimited 
which offers suggestions for “getting 
out of the rut and keeping young.” 


George V. Whitford, vice-president 
of Reliance, and Mrs. Whitford have 
announced the arrival of their fifth 
child, a boy, whom they have named 
Bradley. 


Dr. John Maclver, a psychiatrist of 
America Fore Loyalty group, spoke at 
the annual meeting of New York gov- 
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ernor’s conference on employing th 
physically handicapped. He was , 
member of the panel on “What May) 
Be Done About Employment Oppo. 
tunities for Mentally Handicappeg» 


i, 


Deaths 








NATHANIEL A. TURNER, 62, of th, 
Columbia, S. C. law firm of Ture 
Padget & Graham, died. He was ge. 
eral counsel of Carolina Life and Soy 
Carolina legislative counsel for Ass 
of Casualty & Surety Companies, Nj. 
tional Board and Health Insurang 
Assn. of America. His firm also repre, 
sented many individual insurers. 


ARTHUR EBERLE, 63, represents. 
tive for Alfred M. Best Co., out of Ney 
York City, died suddenly there, ap 
parently of a heart attack. Until trang. 
ferring to New York about three yeay 
ago, he had been at Chicago 
Frank Matre, resident —- 
of Best’s. 


STAFFORD W. KULCINSKI, 4 
office manager at Grand Rapids 9 
Hartford Accident, died from a fa 
from his office building. 


WILLIAM E. McCOWAN, 84, loci 
agent at Mason, Mich., until his mr 
tirement in 1956, died at Orman 
Beach, Fla. 


JOHN L. EARL, 58, Atlanta auto 
mobile and casualty manager for Fire. 
man’s Fund died suddenly at his office 
He had been with the Fund 29 year 
the last ten in Atlanta. 


JOSEPH A. VITTITOW, 70, wh 
for many years operated a large fir 
and casualty agency in Owensboro, Ky, 
died at Owensboro-Daviess County 
Hospital, after a long illness. He re 
tired in 1955. Mr. Vittitow was a 
former director of Farm Credit Ad 
ministration’s, Louisville district and 
also served as secretary-treasurer 0! 
National Farm Loan Assn. for 2 
number of years. A son, J. V. Vittitow, 
is in the insurance business and 3 
member of the state board of educa 
tion. 


OMAR G. HAMPTON, 67, who op 
erated an insurance and real estate) 
agency for 30 years at East St. Louis 
Ill., died at St. Mary’s Hospital there 
He had suffered a paralytic stroke two 
weeks previously and had been 
patient in the hospital for only on 
day. He was a past president of Eas 
St. Louis Board of Realtors. 


ROBERT L. SCOTT, 72, auditor fa 
United Pacific at Seattle before his 
retirement six years ago, died of % 
heart attack there. 


HERMAN H. ENGELHARD, 7 
founder and chairman of Engelhard 
Krogman & Co. agency of Chicago 
died suddenly of a heart attack. 
and Mrs. Engelhard were returning 
their home in suburban Woodstod 
after attending a golden weddinf 
party. Oscar Engelhard, a nephew, § 
president of Engelhard-Krogman. 








































Detroit Agents To Discuss 
Safe Driver Plan On Panel 
Detroit Assn. of Insurance Agett 
will hold a panel discussion on ¥ 
safe driver auto plan Oct. 27 at 
luncheon in the Fort Shelby Hote 
Participants include Norman C. 
ker, Marsh & McLennan; L. Da 
Brogren, George R. Ford agency; He 
ry Nimtz, Bosquett & Co., and 
rence Hepp, Arthur J. Rohde & © 
A question and answer period 
follow. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, October 13, 1959 







Bid Asked 
$ $ 

tne CASUAIEY ..0n-creccrcccereseereceensrees 171 175 
4 Fire ....... . 62% 64 
BARR LLC -ecccrrererseee . 235 240 
American Eee 39% 41 
MMe (NN. ST.) asnscscensscoensscornee 25 26 
American Re eee 191% 21 


American Surety 
BOSTON svevevsneevereee 
Continental Casu 





























Crum & Forster . 6 67 
Federal .....-----nrsecvseensscsesrnssssesnscsnsetencees 58% 60 
Fireman’sS FUNC ........ccsecsssesseeseeseneene 52 53 
General Re ..........csccccsccssesssenssessncere 84144 86 
Glens Falls ........ . 28% 2915 
Great American 37 38 
Hartford Fire 174 177 
Hanover Fire 38 39 
Home of N. Y. ........... esssnsenesssecensesnecs 47 48 
Ins. Co. of No. America ................ 118 120 
BE TTB. nccecovscssecsecsonsesccanesorongcovere 31 

Maryland Casualty . $2% 3314 
Mass. Bonding 31 32 
National Fire .... 130 133 
National Union 3742 38% 
New Amsterdam Cas. .. 421% 43% 
New Hampshire 41% 43 
North River 35 36% 
TENOUBIEY .cceseccevssesesovsccsesocscveesee 31 32 
Phoenix, Conn. ......... ae 7214 
Prov. Wash. 19 20 
BE, COED. O28 NN. YZ. cnecccccccccsccceecs 19% 21 
Reliance . 4412 46 
IS (ME SIs, winseewvessercortaceesasacee 522 54 
Springfield F. & M. .. 2914 30% 
Standard Accident  ..........ccsecesesesee 53% 55 
Travelers 81% 83 
MEMTINITIE Gls. ccnncecsrevennssercocsesntsssesovers 39 40% 
U. S. Fire 263% 27% 


Card Is Ready For 
Mass. Agents’ Annual 


The annual meeting of Massachu- 
setts Assn. of Insurance Agents Oct. 
27-28 at the Sheraton-Plaza Hotel, 
Boston, will hear Eugene F. Gallagher, 
fire and inland marine secretary of 
Standard Accident, speak of “Tomor- 
row and the Day After.” 

Other speakers on the program are 
Louis Girolamo, Westmont, N. J., local 
agent, on how to compete with the 
direct writers; William O. Bailey, sec- 
retary of Aetna Casualty; Dave John- 
son, president of the Florida associa- 
tion and co-chairman of the Big I 
campaign on advertising, and George 
Faunce III of AFCO premium pay- 
ment plans. 

The two-day meeting will include a 
get-together luncheon and a banquet. 

Robert G. Dowling of Hyannis, state 
national director, will report on the 
NAIA convention in Chicago, and Clif- 
ford E. Dunn of Fitchburg, president, 
will preside at all business sessions. 


Chicago chapter of Fire Protection 
Engineers will hear Mathew M. Braid- 
ech, director of research National 
Board, discuss fire safety and reactive 
chemicals at the Oct. 19 meeting. 
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IAC To Spotlight 
Ads And Sales At 
Midyear Meeting 


The midyear convention of Insur- 
ance Advertising Conference will be 
held Nov. 18-19 at the Statler-Hilton, 
New York. Features of the program are 
a discussion of the special automobile 
policy and safe driver program by Wil- 
liam Gillam, research manager of Na- 
tional Bureau, and an examination of 
life insurance advertising as related to 
advertising in casualty-property in- 
surance by Herbert Kramer, advertis- 
ing manager of Travelers. 

Other speakers will include H. Paul 
Abbott, personnel secretary of North 
America, on his company’s new em- 
ploye relations program; C. F. Scheer, 
advertising manager of Zurich, on that 
company’s Mr. Za program; Carl Har- 
ris, vice-president of Young & Rubi- 
cam, New York advertising agency, 
who will present material to stimu- 
late creative thinking; Howard A. Ber- 
rian of C. F. Mueller, Jersey City ad- 
vertising firm, on dealer relationships 
and sales promotion, and Nicholas 
Samstag, promotion director of Time 
magazine. 

A panel dealing with advertising and 
sales promotion of new policies will 
have William J. O’Meara, assistant ad- 
vertising director of Aetna Casualty, 
as chairman. 


Va. Vetoes Proposal 
For Mixed Agencies 


Virginia Assn. of Insurance Agents 
at a special meeting in Richmond 
voted down a proposal that would 
have allowed its members to represent 
both mutual and stock insurers. The 
organization’s 2,000 agents in 500 
agencies in the state will continue to 
write policies in fire, casualty, surety 
and marine lines with stock companies 
only. 

The association is one of the few 
agent associations in the country that 
is limited to representatives of stock 
companies. A proposal to permit mixed 
agencies was defeated at the conven- 
tion three years ago. 


Old Age Blue Shield In Minn. 

ST. PAUL—Minnesota Medical 
Service (Blue Shield) is offering a 
pre-paid medical-surgical care plan 
for persons 65 or older. Coverage in- 
cludes allowances for surgery, medi- 
cal care, diagnostic X-rays and labora- 
tory treatment, X-ray treatments and 
some anesthesia. The cost is $2.95 a 
month. 


PACKAGED TO PLEASE 


Unknown danger . .. may lie within the package of many 
attractively wrapped consumer products . .. and for the 
manufacturer, these unforeseen effects can be the cause 
of a very expensive liability suit. Products liability cover- 
age through Geo. F. Brown & Sons, Inc., is the answer. 
Your potential assureds for this invaluable coverage in- 
clude restaurants, retail stores, bakers, packers, drug and 
cosmetic producers, plus all manufacturers. 


Join the impressive Geo. F. Brown roster of producers 
who have discovered the profitable difference our skilled 
underwriting can make. Call today. 


GEO. F. BROWN & SONS, INC. 


17S West Jackson Bivd. + Chicago 4 » WAbash.2-4280 
116 John Street + New York38 «+ WOrth 4-0745 











that way! 


Fire & Casualty 
Company 








EARL W. GAMMAGE. PRESIDENT 
P. oO. BOX 1662 ° 





OPTIMISM 


An agent may be a little less informed, or less enthusiastic, or less ambitious 
than he should be—and he can still be successful. But without a positive, 
Optimistic attitude, he’s doomed to failure in this highly specialized selling 
field. Optimism is the life-blood of every leading insurance agent we’ve ever 
known. And, quite naturally, we do everything possible to keep our agents 








T. EARNEST GAMMAGE JR.. Exec v. 
HOUSTON 1. TEXAS 

















If you’re looking for sound, 
all-around service... from a 
forward-thinking “Old Line 
Company”... write today! 


She Camden 


FIRE INSURANCE ASSOCIATION 
CAMDEN 1, NEW JERSEY 
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FTC Hits Nebraska Extraterritorial Law 


(CONTINUED FROM PAGE 5) 


claimed that its business is regulated 
by state law other than by the law of 
Nebraska. 

Finally, even assuming, arguendo, 
that the “unfair trade practices” laws 
of certain states might be interpreted 
as applicable to misrepresentations 
mailed to their residents by a non- 
licensed, non-resident insurance com- 
pany having no local agent or office, 
the mere applicability of the law to 
mail-delivered representations would 
not make these representations 
“regulated by state law” within the 
meaning of the McCarran act. 


Local Enforcement Inadequate 


What is more, attempted enforce- 
ment in the home state of Nebraska 
would offer no reasonable or adequate 
means of implementation. If we as- 
sume that the state official, the judge- 
ment plaintiff, would have statutory 
authority to institute suit in the courts 
of another state, it would still remain 
doubtful if he would feel justified in 
spending the time and money required 
to pursue that difficult and uncertain 
course. 

Certainly, it could not be anticipated 
that Nebraska would welcome such a 
suit since, if the Nebraska court sus- 
tained the action, it would either be 
enforcing a policy contrary to that of 
Nebraska or would be impliedly hold- 
ing that Nebraska officials had been 
derelict in enforcing the state’s policy”. 
Indeed, there is every reason to 
believe that Nebraska, following the 
traditional practice of American 
courts, would refuse to entertain an 
action designed to enforce the penal 
provisions of another jurisdiction. 


Would Hold To Rule 


At least, it must be presumed that 
it would not depart from the “rule 
that the courts of no country execute 
the penal laws of another,” a rule 
which “applies not only to prosecu- 
tions and sentences for crimes and 
misdemeanors, but to all suits in 
favor of the state for the recovery of 
pecuniary penalties for any violation 
of statutes for the protection of its 
revenue, or other municipal laws, and 
to all judgments for such penalties.” 
Wisconsin vs Pelican Ins. Co., 127 
U.S. 265, 290. See, also Huntington 
vs Attrill, 146 U.S., 657, 668-669, 
holding that, for purposes of suit in a 
foreign jurisdiction, a law is deemed 
penal when “the wrong sought to be 
redressed is a wrong to the pub- 
lic...” Cf. Broderick vs Rosner, 
294 U.S. 629, 642; Milwaukee County 
vs White Co., 296 U.S. 268, 271. 

The question thus is not, as in this 
court’s National Casualty decision, 
whether conduct subject to a state 
regulatory law which can be effec- 
tively enforced is “regulated by state 
law” in the absence of proof as to the 
extent to which the law has been ad- 
ministratively enforced. The question 





is whether conduct affected by 4 
state regulatory law which cannot be 
effectively enforced, for reasons no} 
within the control of the enacting 
state, is so “regulated.” We submit 
that in view of the legislative history 
of the McCarran act, this question 
must be answered in the negative. 
Such a law might however, be subject t 
the objection that Congress, by prohibiting 
use of the mails to defraud (18 U.S.C. 134) 
has occupied the field. It has been held tha 
the McCarran act does not make the federa 
mail fraud statute inapplicable to an insy. 
ance company which is subject to state regu. 
lation with respect to misleading represen. 
tations. United States vs Sylvanus, 192 F, 4 


96, 99-100, 103-104 (C.A. 7), certiorari denied, 
342 U.S. 943. 

“The law prohibits engaging in deceptive 
practices ‘“‘in any other... . country” (supra, 


p. 4). 

This would be true since the representa. 
tions respondent makes in other states it makes 
when soliciting Nebraska residents and since 
there are the same statutory prohibitions 
(the model unfair trade practices act) ip 
Nebraska as in other states. 


Stuyvesant Appoints 
C. H. Prentice Treasurer 


Chester H. Prentice has been named 
treasurer of Stuyvesant. Prior to his 
appointment, he 
had been control- 
ler for Berkshire 
Life, a position he 
held for six years, 

Mr. Prentice has 
been active in life 
insurance organi- 
zations, including 
Life Office Man- 
agement Assn. In- 
stitute and Insur- 
ance Accounting 
& Statistical Assn. 

Prior to his work 
with Berkshire, he had been in the pub- 
lic accounting field and was also chief 
accountant for Pro-phy-lac-tic Brush 
Co., Florence, Mass. 


Chester H. Prentice 


N. Y. Society Starting 
Three Courses Oct. 20-21 


Insurance Society of New York will 
begin a new course in reading improve- 
ment Oct. 20. The class will be con- 
ducted by George Tisdale, secretary of 
Commercial Union-North British. He 
will utilize the tachiscope, a machine 
designed to increase visual perception 
and also a reading pacer to pace the 
reader at varying speeds. 

A course for safety engineers in con- 
struction loss prevention fundamentals 
will start Oct. 20. Instructor of this 
course is William A. Luna, section en- 
gineer of Liberty Mutual. 

T. R. Schulz, assistant underwriting 
manager of Home, will conduct a class 
covering the new homeowners poli- 
cies, starting Oct. 21. 

John E. Pinkney has been appointed 
special agent of Great American at 
Harrisburg for central Pennsylvania 
territory. 
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DIRECT SERVICE CORPORATION 
Places domestic and foreign markets 
at the disposal of agent or broker. 


_ af RESOURCEFUL HANDLING of 
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le address: 


79 FARMINGTON AVENUE 
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Rollins Cites Agent's 
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Basic Obligations 


(CONTINUED FROM PAGE 13) 


from a legal standpoint the agent will 
then be liable to the company for any 
ss on risks which were on the pro- 
hibitive list or which were assumed 
contrary to instructions. 

With regard to customers, the agent 
must not exceed his authority or take 
an expanded view of his instructions. 
He must make sure that coverage is 
adequate. He also has the responsibil- 
ity of selecting the insurer. Although 
he is not considered a guarantor of the 
financial condition of his companies, 


Whitman To Retire After 
97 Years At Milwaukee 
With Underwriters Adjusting 


J. L. Whitman, Milwaukee mana- 
ager of Underwriters Adjusting, will 
retire Oct. 31 after 39 years with the 
organization, the last 37 in Milwaukee. 
He has been manager there for 25 
years, and manager and district super- 
visor in Wisconsin for 20 years. 


Patton Leaves Ill. Post 


For Lincoln Casualty 

Robert D. Patton, chairman of IIli- 
nois Youth Commission, has resigned 
that post to become secretary-director 
and counsel for Lincoln Casualty of 
Springfield, Ill. He was administrative 
officer for juvenile correctional insti- 
tutions in Sheridan, St. Charles, Gen- 
ea and Joliet and eight forestry 
camps in the state. 

State purchasing agent during the 
first two years of Gov. Stratton’s ad- 
minstration, he was appointed youth 
commission chairman in 1955. During 
his chairmanship a $1.5 million recep- 
tion and diagnostic center in Joliet 
was opened, a new treatment center 
was built at the training school for 
girls in Geneva, the forestry camps 
were expanded from two to eight and 
other institutions were modernized. 








Allstate Makes Six Appointments 

Allstate has announced six appoint- 
ments, including two in their Char- 
lotte, N. C. regional office. The Char- 
lotte appointees are Jeremiah F. Con- 
nor, operating manager, and Harry H. 
Bryson, assistant underwriting man- 
ager. 

The other appointments are David 
F. Mackie, district sales manager, At- 
lanta; Eldred L. Boedecker, district 
sales manager, Kansas City; Robert 
Pellman, fire sales supervisor, Ro- 
chester, N. Y.; and Herbert G. Robin- 
son, assistant claim manager, Van- 
couver, B.C. 







he is unquestionably required to use 
care and judgment in making his 
choice, Mr. Rollins noted. 

To illustrate the importance of fol- 
lowing rules and regulations, he re- 
called a 1952 Colorado case—Granite 
State Fire vs Mitton. The defendant 
was an agent who received an appli- 
cation from a construction company 
for insurance to cover its machinery. 
The coverage was to include loss by 
landslide and flood. The companies 
then represented by Mitton were un- 
able to insure this risk, but he was 
able to place the business in Granite 
State Fire through its general agent. 

At the time the business was placed, 
the agent did not represent Granite 
State but acted as a broker. Subse- 
quently, however, he became an agent 
of the company. 

After the policy had been delivered, 
the agent was advised by the general 
agent that the company did not wish 
to continue to insure against the perils 
of landslide and flood. The agent was 
verbally instructed to contact insured 
to ascertain whether he would be will- 
ing to accept an endorsement which 
would relieve the insurer of these per- 
ils. If insured was unwilling to accevt 
this change, he was to be advised that 
it would be necessary to place the in- 
surance elsewhere. The general agent 
who gave this verbal instruction on 
behalf of the company followed it 
with a letter of confirmation with the 
applicable endorsement attached. 


Substantial Loss 


The agent requested release from 
the landslide liability but was hesit- 
ant to suggest the elimination of the 
flood coverage for fear of placing his 
account in jeopardy. The general agent 
and the company were persistent but 
were rewarded with excuses. Flood 
caused a loss to the property before 
the agent had requested the elimina- 
tion of the coverage. A loss of $11.812 
was paid by Granite State, which 
subsequently sued the agent to recover 
that amount. It was alleged that the 
agent failed to carry out instructions 
and that as a result the company was 
reauired to pay the loss. 

The case was tried in U. S. district 
court, which, witheut a jury, rendered 
its judgment for the insurer in the 
amount of the loss paid. The agent 
appealed, but the decision was af- 
firmed, the higher court saying: “It 
is conceded that where an insurance 
company has the right under the pro- 
visions of an outstanding policy to 
cancel the same and instruct one of its 
agents to obtain a reduction of lia- 


bility or to cancel the policy, and that 
if the agent fails to carry out the in- 
struction diligently, as a result of 
which there is a loss to the insurer, 
the agent is liable for the amount of 
the loss.” 

Agents should understand, too, what 
type of representation they can make 
to an insured without binding their 
companies, Mr. Rollins said. The law 
is simple. A representation made by 
an agent, if it is merely his interpre- 
tation of the law, or his opinion on 
coverage, or his opinion of policy 
language, does not bind the insurer. 
However, if the representation is not 
merely an opinion or interpretation 
of the policy, but is one of actual 
determinable fact, it is binding on the 
company, even though the agent does 
not have actual authority to make 
such a representation under his con- 
tract. 
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Lachman Heads Zurich’s 
20th Branch Office 


Zurich has opened its 20th branch 
office, at Richmond, Va. The new of- 
fice will cover Virginia and North 
Carolina. John C. Lachman is manager 
and Roscoe Crosier Jr., is supervising 
underwriter. 

Mr. Lachman joined Zurich in 1959 
as sales representative for VYrginia 
and eastern North Carolina. 





Kemper Promotes Galvin 

Edward C. Galvin has been ap- 
pointed claims manager in the Phila- 
delphia office of the Kemper compa- 
nies. He joined the Kemper organiza- 
tion in 1933 in Boston and has been 
claim manager in Newburgh, Albany 
and New York City before becoming 
claim manager in Jamaica in 1956. 





175 W. Jackson Blvd. 
Phone WAbash 2-3622 
CHICAGO 4, ILLINOIS 


1401 Peachtree St., N.E. 
Phone TRinity 4-1635 
ATLANTA, GEORGIA 





Kurt HiTKE 6& COMPANY. INC. 
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PUBLIC LIABILITY AND PROPERTY DAMAGE fo: 
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Exterminators Shooting Galleries 
Products Liability Fireworks Exhibitions 
Tree Surgeons Auto Racing 
Drom Shop Liability Baseball Parks 
Hospitals-Rest Homes Swimming Pools Your Sales Will Go Up 
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Physicians Malpractice Dance Halls Facilities 
Dentists Malpractice Air Shows 
False Arrest 
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Kan. Agents Elect Maynard 








Chamber Manager 
Exhorts Agents To 
Get Info Pelitics 


Political action by business men— 
and that includes insurance agents— 
was advocated by C. C. Kilker, man- 
ager of Kansas Chamber of Commerce, 
in an exhortation that has _ been 
voiced frequently of late. 

Mr. Kilker told the Kansas agents 
that business men shy away from the 
“sreatest business on earth—that of 
running the U.S. government,” and he 
warned that unless they suddenly took 
an interest, private enterprise would 
be doomed. 

The chamber of commerce hereto- 
fore has avoided politics, he said, but 


Angwin 
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Delegates At K. C. 
Move Elder Up To 
Next In Line Spot 


Reply To Questions 
WUA Asked Agents Of 
Mid-West Conference 


the 

; cer 

The convention program of Kansai sor 
Assn. of Independent Insurance Agent# ti 


at Kansas City last 
week, interrupted 
occasionally by an- 
nouncements of 
World Series 
scores, was cli- 


it is now revising its stand because 
of the worsening of the climate for 
business. He defined business climate 


N_w ofacers of the Kansas association together with William W. Hinds, 
Marysville, the outgoing president, are, from left: Burton B. Eld:r Jr., Elkhart, 
presid-nt-elect; C. Russell Shellenberger, Ransom, secretary, Maynard W. 


maxed by the 
election of May- 
nard W. Angwin, 





Angwin, Pittsburg, president, and Mr. Hinds. 





Sales Expert Says Salesman Must 
Dominate Interview; Shows How 


The salesman must be the dominant 
personality in a prospect interview, 
members of Kansas Assn. of Inde- 
pendent Agents learned in a highly 
instructive talk by one of the top 
teachers of salesmanship of them all— 
Fred A. Palmer of Worthington, O. 

“The salesman should never be 
apologetic. He should be courteously 
aominant,’ Mr. Palmer said. The 
salesman is a _ professional just as 
much as a doctor or an engineer, he 
declared, citing statistics on salaries, 
which proved, at least as a money- 
maker, ho is. 

Reviewing the fundamentals, he 
said the salesman must see a lot of 
people, tell them the story and ask 
them to buy. To do this, the agent 
must sell himself on his company and 
have confidence in his product. He 
must thoroughly acquaint the prospect 
with the product, and then he must 
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make a testimonial. 

Product knowledge is only half of 
selling; the other half is communicat- 
ing that knowledge. “The purpose of 
speech is to be understood,’ Mr. 
Palmer said, and he devoted much of 
his talk to the mechanics of speech, 
selecting a number of his listeners to 
assist him in demonstrating common 
deficiencies in communicating with 
prospects. 

When the agent introduces himself, 
it is well that the prospect hears his 
name clearly. An example of correct 
procedure would be a properly modu- 
lated “My name is Nick—pause— 
Khrushchev.” To obtain the right 
resonance, Mr. Palmer said, the speak- 
er must “bump his voice down on his 
chest.” . Demonstrating, he repeated 
“It’s a fine day today” at successively 
diminishing decibels until he found 
the level he wanted. 

Many speakers, he said, are too 
“breathy” and are unable to articulate 
clearly. As a simple test, he suggested 
speaking before a candle a foot away 
from the mouth. If the flame flickers, 
the speaker can see he has a problem 
of “breathiness.” 

Mr. Palmer demonstrated the proper 
handshake to greet the prospect. The 
bone-crusher, the limp-fish grip, and 
the pump handle are all in breach of 
the sales etiquette. As all salesmen 
should know, the correct way is to put 
the squeeze on the finger tips, not the 
knuckles. 

When the salesman shakes hands 
over the prospect’s desk, he must 
stoop over and place himself below 
the prospect—not a very dominating 
posture. Salesmanship, according to 
Mr. Palmer, requires that the sales- 
man go around to the side of the 
desk to slip the grip. 

Nervousness—manifested in the 
quavering voice and the _ perspiring 
palm— is apt to grip the new agent 
when he calls on the president of the 
biggest bank in town. This does not 
give the banker the impression that 
he is being dominated. ‘“‘A good sales- 
man should learn to redirect his ner- 
vous energy,” Mr. Palmer asserted. 
This may be done by twisting a pencil 


as the conditions which permit re- 
wards and profits for not just busi- 
ness but for everyone. The USS. 
Chamber of Commerce is now con- 
ducting courses in practical politics 
for business men. 

Private enterprise, Mr. Kilker said, 
will last only so long as it can operate 
at a profit. He alleged that some col- 
lege economics departments are teach- 
ing that profit-making is a sin, and 
he charged that students “are brain- 
washed against the American private 
enterprise system.” 

He enumerated four essentials for 
obtaining prosperity in a community: 

1. Increased demands’ emanating 
from an increased population. 

2. Productive jobs created by busi- 
ness and profits to pay the bills. 

3. A healthy business climate. 

4. Good government. 

Mr. Kilker rejected the idea of 
favoring one of the major political 
parties over the other, because, he 
said, an inspection of the principles 
of both reveals very little dissimilarity, 
generally speaking. 
or lighting a cigarette—the latter not 
always a good choice, he cautioned, 
since some bankers don’t go for ciga- 
rette smoke. 

“A sale is made or lost before you 
see your customer,” he remarked, ex- 
plaining that the agent who ap- 
proaches his prospect without the de- 
termination to close a transaction is 
wasting his breath. 





Pittsburg, as pres- 
ident to succeed 
William W. Hinds, 
Marysville. Burton 
B. Elder Jr., Elk- 
hart, was advanced 
to president-elect, and C. Russell Shel- 
lenberger, Ransom, was named secre- 
tary. George T. Staebler Jr. of Topeka 
was reelected treasurer for a third term. pr 

Registration totaled 300. This was 
down considerably from preceding 





Mayrard W. Angwin 


years, possibly due to the location of} ¢1; 
the meeting in the far eastern part in 
of the state. Delegates rectified this for} he 


the next two years by selecting Wichi-} th 


ta as the conference site for 1960 and§ fr 
61. Wi 
‘ ni: 
Reply To Questions th 
Noteworthy business on the agendaj *° 
included a reply to questions asked 
of Mid-West Conference Committee} ™ 
by the governing committee of West-§ © 
ern Underwriters Assn. George Bacon a 


of El Dorado, chairman of the agents 
committee, read the letter of reply 
which was sent WUA. ss 

Asked if they preferred to place ) 
business through surplus lines com-§ * 
panies and if they thought this was I 
in the best interests of the American 
agency system, the agents answered 
that they did not prefer the surplus} ™ 


lines route—not by choice anyway.§ W 
It was simply a matter of non-avail- : 


ability of coverage or non-flexibility 
(CONTINUED ON NEXT PAGE) 








Prominent figures in the Kansas and national associations attending th 
Kansas agents’ meeting are, from left: Kenneth Ross, Arkansas City, pas! 
president of both the state and national associations; Porter Ellis, Dallas, viet 
president of NAIA; Howard N. Fullington, Wichita, past president of the Kansas 
association, and Frank Dunkley, executive manager of the Kansas org 
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of form. 

The agents contended that averag- 
ing lines for “uniformity and economy 
of handling” is inconsistent. Costly 
revision of policy forms from month 
to month indicates, they said, that 
original planning “may have been 
influenced by nervous thinking and 

Most of the economies in the past 
few years seem to have been con- 
centrated in the electronic field. This 
has not done much to eliminate un- 
realistic technicalities nor has_ it 
“elasticized traditional misconcepts to 
any appreciable degree,” they went 
on to say. 

The trend toward fewer agencies 
is not necessarily an unhealthy sign, 
the agents thought. Of greater con- 
cern is that of acquiring qualified per- 
sonnel. “In a time of prevailing reduc- 
tion of commissions in the industry, 
it is not practical to suppose that the 
insurance business, agency-wise, is 
made any more attractive to prospec- 
tive agents. The future of the inde- 
pendent agent has become somewhat 
jeopardized in view of these recent 
developments,” the agents concluded 
their reply. 


McFarland Well-Received 


The meeting was kicked off to a 
fine start by the luncheon speaker, 
Kenneth McFarland, educational con- 
sultant and lecturer of General Mo- 
tors. A popular figure on many insur- 
ance programs, Mr. McFarland was; 
well-received by all for his humorous 
remarks on bchalf of private enter- 
prise. 

Porter Ellis, vice-president of Na- 
tional Assn. of Insurance Agents, de- 
clared that too many agents are “liv- 
ing in the world of used-to-be.” With 
head in the sand, they are not aware 
that the competition is no longer just 
friendly rivals selling in the same 
way as they are. Agents must recog- 
nize that merchandising methods of 
the direct writers have gained public 
acceptance and have been successful. 

Those agents who hav2 waked up 
are meeting the challenge and are 
enjoying success through account sell- 
ing, newer offices, younger men and 
advertising, he said. 

Mr. Ellis emphasized the value and 
necessity of the national advertising 





45 Company Headquarters 
Maintained At Kansas City 


Hospitality was abundant at the an- 
nual meeting of the Kansas agents 
with 45 company headquarters locat>d 
at convenient intervals throughout the 
Town House Hotel. Those companies 
and agencies maintaining hospitality 
Suites were Aetna Casualty; Aetna 
Fire; American; American Surety; 
Barrett general agency; Bastian Inc.; 
Bituminous Casualty; Blakely & Co. 
general agency; Central Surety; 
Cimarron Ins. Co.; Continental-Na- 
tional group; Corroon & Reynolds; 
General Accident; Hartford group; 
Holland-America; Home; Hussey & 
Hussey general agency; North Ameri- 
ca; Kansas F.&M.; London & Lanca- 
shire; Loyalty group; Maryland Ca- 
sualty; Miller-Studebaker; Millers Na- 
tional. 

Also, National Union; New Hamp- 
shire; North British group; Ohio Ca- 
sualty; Pacific Employers; Pacific In- 
demnity; Pacific National; Phoenix- 
Connecticut group; Preferred Fire; 
Providence Washington; Royal-Globe; 
Sayre & Toso; Security-Connecticut; 
Springfield F.&M.; Standard Accident: 
Standard; Travelers; U.S. Aviation 
Underwriters; U.S.F.&.G.; Western 
Companies; and Zurich. 
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program. He said he doubted that 
those who did not contrbute to the 
Big I campaign can be “so secure in 
their business that they have no fear 
of the direct writers. They are living 
in a world of used-to-be.” 

He cautioned that the Big I symbol 
does not take the place of “deeds per- 
formed and promises kept.” That is up 
to the agents’ themselves. 


Discusses Premium Budgeting 


Premium budgeting was discussed 
by George Faunce III, president of 
AFCO, who said installment buying 


may not be desirable for everything, 
but when it came to a choice of hav- 
ing insurance or going without, it 
seemed quite permissible to him. He 
acknowledged that some agents do 
not like to sell insurance on time, but, 
he said, “If you have all cash cus- 
tomers, you are either lucky or are 
not selling as much insurance as your 
competitor.” 

Mr. Faunce recited four advantages 
offered the independent agent by us- 
ing premium instal'm2nts. The agent 
will sell more insurance because he 
will have a new tool to break sales 
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resistance. Flat cancellations are re- 
duced. Under the budget program, the 
down payment at least covers the 
earned premium. Also, a down pay- 
ment is an indication the insured in- 
tends to pay the rest.. Thirdly, budget- 
ing gives the agent another weapon 
against direct writer competition. 


More Commercial Business, Too 


Not only does budgeting give the 
agent access to more individual vol- 
ume, but also to commercial business. 
The business man likes to finance his 
coverage, because, if he’s much of a 





Meet DICK AYDELOTTE, fami- 
ly man, with his wife Barbara 
preparing son Richie for a trial 
at indoor roller skating. Dick 
and Barbara are active workers 
in community affairs. 











ect A WESTERN UNDERWRITER 


Meet R. L. AYDELOTTE, Home 
Office Inland Marine Under- 
writer. For more than 11 years 
Dick has been assisting Western 
Agents with their Inland Marine 
Preducticn. 





tHE WESTERN companies 
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THE WESTERN FIRE INSURANCE COMPANY 
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business man at all, he has better 
use for working capital, Mr. Faunce 
declared. 

Use of visual materials in selling 
property and casualty coverage was 
described by Phillips Huston, Rough 
Notes Co., who used his own home- 
owners policy as an example of un- 
glamorous obscurantism. He recalled 
an opinion of a New York supreme 
court justice that the confusing lan- 
guage of an insurance policy “is an 
abomination.” 

The policy which has been illus- 
trated so that the buyer can clearly 
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see what he is being protected against 
or what is excluded will make selling 
easier. Agents and companies will find 
that visual presentation makes for 
quicker sales and more efficient use 
of the agent’s time. In the face of ris- 
ing costs and lowering commissions, 
this more efficient use of selling time 
amounts to a raising of the agent’s 
hourly wage. 

A second result in using visual ma- 
terial is that the agent becomes bet- 
ter equipped to meet changes and to 
take advantage of them. 

“Since you can’t out-price your com- 


petition, you have to out-sell them,” 
Mr. Huston declared. Visual selling 
makes policies better understood and, 
hence, better sold. The sale is a more 
permanent one. 

Finally, visual material gets the new 
man into production faster and more 
profitably, he concluded. 

Farm underwriting was discussed 
at a breakfast session by Robert A. 
Foltz, assistant vice-president of 
Springfield F.&M. He listed three in- 
surance problems which are cropping 
up down on the farm: lack of insur- 
ance to value; farm slums, and dis- 
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proportionate coverage on d 
as against household contents. Farmer 
he explained, tend to ignore persongj 
property and liability coverage. 

Mr. Foltz reported that surveys re 
vealed that farmers want packag 
policies and are in favor of one-sto 
marketing. 


Discuss Ethical Practices 


A panel composed of members 
the Kansas chapter of CPCU delva 
into ethical practices of agents an 
their obligations to their companig 
other agents and the public. Partig. 
pants were Lloyd P. Elliott, Greens. 
burg; Lawrence E. Drehmer, 
City; Charles G. Blakely, Toveka, anj 
Jack J. Banks, Winfield, who serve 
as moderator. Agamts were advised 
be sympathetic to the'r company; 
problems and to treat the companyy 
interests as if they were their own 
and well they may be. It was alg 
pointed out that an agent does not im. 
prove himself by knocking othe 
agents to clients. A responsible agen 
does not advise another man’s clien; 
how to go about collecting on a claim 
if for no other reason than that tur. 
about is fair play. 

Presentation of awards conclude 
the business portion of the convention, 
The Frank T. Priest award for the bes 
suggestion went to M. Jay Wanamaker 
of Tcpeka. Another Priest awarn 
for outstanding public service was won 
by the Wichita association. The Joe 
Moddrell agency of Wichita received a 
plaque for best all-round advertising 
James Fee, Hutchinson, was cited for 
his fire prevention work, and _ the 
Kansas City association for traffic 
safety. 


Mont. Investment Company 


Plans To Organize Insurers 


New Western Underwriting Corp. 
has been authorized to do business in 
Montana as an investment company. 
It has an authorized capitalization of 
$15 million to be made up of 1.5 mil- 
lion $10 par shares. The purpose of 
the company is to organize a life com- 
pany, a finance company and a fir 
company and related businesses. The 
head office is at Helena. 


Nationwide Raises Grinnell 


Robert O. Grinnell, sales training 
manager in western Pennsylvania for 
Nationwide Mutual, has been ap 
pointed regional sales manager i 
Pittsburgh and seven counties it 
southwestern Pennsylvania. He begat 
his Nationwide Mutual career in Syta 
cuse, in 1951, and became sales pre 
duction manager in Buffalo in 195. 
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Report Gives Pros, Cons Of California 


Automobile Accident Commission 


(CONTINUED FROM PAGE 2) 


served by keeping the courts as the 
final arbiters in fixing blame and 
awarding damages. 

Some jurists regard an auto acci- 
dent commission with misgivings, the 
report states. This is because courts 
are not innovators, nor should they be. 
One of their prime functions is to 
interpret and apply rules—not to make 
them. 

Another function of courts—per- 
haps paramount to any other—is pro- 
tection of the individual’s_ rights 

destruction or impairment by 
unconstitutional rules or procedures. 
If an auto accident commission is ul- 
timately formed in California, it will 
be the duty of courts to make sure 
that it complies with constitutional 
guarantees. Moreover, notwithstanding 
the theory of separation of powers, the 
courts do have a hand in policy mak- 
ing. To the extent of their influence 
upon policy, it is not likely that courts 
will be eager to divorce themselves 
from exclusive jurisdiction in the de- 
termination of claims arising out of 
auto accidents. 


No Precedent 


Proponents of a commission, how- 
ever, cannot base their advocacy upon 
convincing proof of actual experience. 
The only place where a commission 
plan has been tried is in Saskatche- 
wan, Canada. While much may be 
learned from it, this plan is far from 
the equivalent of experience with an 
auto accident commission in a state 
such as California. 

Some proponents claim that the 
working of the California industrial 
accident commission proves that an 
auto commission will function equally 
well. This is over-reliance on a claimed 
parallel. For one thing, workmens’ 
compensation awards are made to 
employes injured at work, and are 
keyed directly, and relatively simply, 
to lost wages. No such tailor made 
measure of damages applies to all 
those injured in traffic accidents. They 
range from infants with no earning 
capacity to executives with large sal- 
aries, with an infinite variety of 
claimants between the extremes. 

In addition, the report points out, 
the industrial accident commission is 
geared to an insurance structure which 
uniquely fits the program. The diffi- 
culties of keying auto insurance to a 
commission plan are probably not in- 
surmountable, but they are infinitely 
more complex. 

Proponents of the auto commission 


must predicate their support primarily 
upon argument, analogy and _ logic, 
rather than experience. In these cir- 
cumstances, the only solid foundation 
for a sound decision will lie in the 
marshaling of objective facts on pres- 
ent operations and measurement 
against a blueprint of change. 

There are numerous faults at pres- 
ent. One is delay. It is usually more 
than a year, and not infrequently sev- 
eral years, after an auto accident be- 
fore cases are determined by court 
trial. Appeals cause further delay. 
Uncertainty is another flaw in the 
present system. Injuries and other 
circumstances of an auto accident can 
be less important than such factors 
as the skill of lawyers, the sentiments 
of a jury, the availability of a key 
witness, or even the place of trial. 

Unfairness is another consideration. 
In many cases, the question of fault 
is close. In such cases, the ultimate 
result will be compensation to one 
victim of an accident and nothing 
for another, even if badly or more 
seriously injured in the same accident. 
This is because the present law re- 
quires—generally speaking—a finding 
that one party is entirely to blame 
and the other innocent, or that both 
parties are to blame, in which case 
neither can recover. 

A final flaw in the present system 
is overcrowded court dockets caused 
by the sheer volume of auto accident 
cases. More judges, bailiffs, clerks, 
juries and courthouses can, of course, 
help. So can improved and stream- 
lined procedures. These latter possi- 
bilities merit and are receiving at- 
tention, but there is not much wisdom 
in making the number of courts and 
courtrooms dependent upon the num- 
ber of traffic accidents. Moreover, if 
courts could be freed of the burden of 
auto accident cases, they could turn 
their attention to more important 
legal controversies, to better admin- 
istration of justice in criminal cases 
and to other vital matters such as 
juvenile delinquency, civil rights, and 
labor-management controversies. 


Plan Advantages 


With these manifest shortcomings 
under present conditions, the next 
logical question is what reason is there 
to believe that an auto accident com- 
mission would improve matters? 

1. Many more accident victims 
would be entitled to compensation. 
Anyone injured in an auto accident 
would be entitled to some recovery, 
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“AND WHEN THE RAINS CAME” 


Cheap insurance is the worst kind of in- 
surance. It is like a cheap house. Everything 
is fine so long as nothing goes wrong. When 
| something goes wrong, it does so with devas- 
| tating completeness, usually because the 
| foundations are built on sand. 
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except in cases where he was guilty 
of criminal or wanton conduct, such 
as drunk driving, excessive speeding, 
or similar inexcusable, quasi-criminal 
or actual criminal conduct. Support 
for this concept stems from the diffi- 
culty of fixing or measuring blame in 
most accidents and from the idea that 
society should shoulder responsibility 
for alleviating injury inherent in its 
mechanization. 

2. The nature of auto liability in- 
surance would be changed from in- 
demnifying the owner of a _ vehicle 
from financial loss to the additional 
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and direct function of providing funds 
for payment to victims of accidents in 
which the insured vehicle is involved. 

3. In order to keep the cost of uni- 
versal compensation to victims with- 
in bounds, a limit would have to be 
set on amounts of payment. 

4. The principal function of the auto 
accident commission would be to de- 
termine the fact that injury or death 
did occur in an auto accident and to 
uecide upon the proper compensation 
to be awarded. 

These essentials of an auto commis- 
sion plan represent oversimplification, 


the report concedes. However, its pres- 
ent purpose is not to spell out all the 
details, but to outline concepts as 
starting points, with the knowledge 
that as fact finding progresses, modi- 
fications may be in order. 

Certain recommendations are made: 

Not later than Jan. 1, 1960, research 
should be started to ascertain all rel- 
evant data and statistics on the op- 
eration of the present system for the 
year 1958. Many facts will be quickly 
available. Others will require labori- 
ous digging—for example, the average 
‘ength of time between the occur- 
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Heads or tails...you lose! 


Trying to guess your own insurance needs is like tossing a coin. You can 
never tell when the unforeseen will happen—a fire ...a personal 


accident. . 


an auto crash... lawsuit ...robbery...a disabling illness. The 


only real financial protection is insurance of the right kind and in the right amount 
—the kind you get from your local independent insurance agent or broker who 
represents the Maryland in your community. He’s trained to protect you before 
trouble occurs. Because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 


by dramatizing the importance of insurance to value. 
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rence of traffic accidents and payment 
or denial of compensation to victims. 
Much information on the true costs 
of the present system is needed. Data 
should be obtained on total expendi. 
tures for auto insurance in 1958, totaj 
awards, total out-of-court settlements 
attorneys’ fees, doctors’ fees and hos. 
pitalization, cost of investigations and 
of courts and juries. 

As research proceeds, a pro-forma 
commission plan should be set up on 
paper. All facts pertaining to the pres- 
ent system, as disclosed by the re. 
search, should be applied to the pro. 
jected commission plan. Trial or sam. 
ple designations of compensation 
should be hypothesized on a realistic 
basis of middle ground between ip- 
ordinately high jury verdicts and man- 
ifestly inadequate compensation. 

All the expense of setting up and 
maintaining a commission should be 
reckoned, making provision particy- 
larly for competent commissioners 
through salaries adequate to make 
them independent of need for addi- 
tional income. The projected number 
of commissioners and the location of 
hearing places should be adequate for 
prompt handling of the estimated work 
load. Provision should be made for 
trained investigators, fair compensa- 
tion for attorneys, and other consid- 
erations. There should be an arrange- 
ment for some type of intracommis- 
sion review of decisions at the hear- 
ing level, as a check against injustice. 
The pro-forma plan should also pro- 
vide for court review, under carefully 
limited conditions, as a double check 
in the same interest. There would also 
have to be a realistic estimate of the 
cost of auto insurance to meet the 
projected total payments to accident 
victims. 


Other Proposals 


A balance sheet should be drawn 
up to measure the present system 
against the projected plan, in order 
to compare advantages and disadvan- 
tages. 

A thorough study should be made 
of the industrial accident commission 
to learn what features might be adapt- 
ed to the auto commission plan. Re- 
search should be correlated with work 
on auto accident problems in other 
parts of the U.S. and in other nations. 

Provision should be made for the 
expense of requisite research to be 
conducted by trained persons. 

A campaign of public information 
should be undertaken. With an ade- 
quately informed public, the result is 
almost sure to be sound. Finally, the 
report recommends, that if the proj- 
ect is undertaken, quick results should 
not be demanded. 
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Safety Seminar 
Held By Insurance 
Institute Of Ind. 


Insurance executives, automotive 
engineers, safety experts, police and 
educators examined the complex prob- 
lems arising out of traffic accidents at 
an unusual two-day seminar in In- 
dianapolis last week. 

The seminar won the cooperation 
of automobile manufacturers, the In- 
diana State Police and traffic safety 
experts. It was sponsored by Insur- 
ance Institute of Indiana, one of the 
nation’s 14 insurance information 
services, and the Indiana State Ad- 
juster’s Assn. Indiana University’s 
center for police training coordinated 
the second day’s program at the Mo- 
tor Speedway. 

Dr. Lawrence V. Hastings, Miami, 
and Leo S. Karlin, past president 
Illinois Assn. of Plaintiff Lawyers, 
Chicago, were featured on the first 
day. Dr. Hastings spoke for the de- 
fense and Mr. Karlin for the plaintiff 
in a mock trial involving whip-lash 
injury. Judge John P. Ryan, Indiana 
appellate court, presided. 


Panel Discusses Claim Problems 


The first day’s activities also in- 
cluded a panel discussion concerning 
the weaknesses in claim departments 
and defense attorney procedures. Pan- 
el members were claims department 
managers John Hume, Indiana Ins. 
Co.; Edward Lassiter, Illinois National 
Casualty, and John B. Joyce, Secured 
of Indianapolis, and attorneys Wyat 
Jacobs, of Jacobs, Miller, Rooney & 
Lederleitner, Chicago; James V. Do- 
nadio, of Ross, McCord, Ice and Miller, 
Indianapolis, and Jerdi Lewis, of Lew- 
is and Lewis, Terre Haute. 

A crowd of some 2,000 met at Mo- 
tor Speedway, home of the Memorial 
Day 500-mile auto race, for the “Si- 
lent Witnesses of an Automobile Ac- 
cident.” Starting the show was a 
traffic crash staged by American Mo- 
tors, Ford and Studebaker-Packard, 
with cars handled by United States 
Auto Club drivers. Indiana State Po- 
lice showed the audience the correct 
procedures to be followed in investi- 
gating an automobile accident to de- 
termine the actual cause from the 
physical evidence left at the scene. 
General Motors and Chrysler provided 
men and equipment to demonstrate 
the components of an automobile crash 
—tire blowouts, braking and skidding 
factors, high speed impact with and 
without safety belts. 

Edward P. Gallagher, executive vice- 
president and general counsel Amer- 
ican States, and president of Insurance 
Institute of Indiana, said, “Education is 
our goal. We hope fewer accidents will 
be the ultimate result.” 
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A. H. Turner Advances Howe 
To Agency Secretary 


James J. Howe has been transferred 
from New Orleans to the Atlanta} 
headquarters by A. H. Turner Ltd., 
managers. He will assist with manage- 
ment as agency secretary. 

He has been succeeded in the Lou-| 
isiana-Mississippi field by Carl Rieger, 
formerly with Louisiana Rating & Fire 
Prevention Bureau. 


Insurers In Name Changes | 


New Hampshire Fire and Granite} 
State Fire have deleted the word | 
“Fire” from their titles. New York | 
Printers & Bookbinders Mutual has} 
changed its name to Graphic Arts | 
Mutual. 
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Nationwide Mutual Research Forecasts All Lines Selling 


bring basic changes in coverage and 
forms, he went on. Nationwide has 
tried to find out through research, 
whether policyholders are ready for 
a comprehensive all lines policy. In- 
sured were asked whether they would 
prefer to continue to buy separate 
policies for each type of insurance 
protection, or one policy that covers 
the same risks. One policy was fa- 
vored by 52.8% and separate policies 
by 47.2% of those queried. 

This preference seems to indicate 
that Nationwide can move ahead con- 
fidently with all risk policies—having 
in mind that the market for separate 
policies is likely to remain strong even 
after the introduction of omnibus con- 
tracts, Mr. Rennie observed. 

There are two distinct trends in 
comprehensive policies, he went on. 
There is the packaging movement to- 
ward fewer and more inclusive con- 
tracts, and there is the approach to- 
ward broader, all-loss insuring agree- 
ments. 

Both of these trends will be seen 
in tomorrow’s coverages for the fam- 


(CONTINUED FROM PAGE 10) 

ily. The economic welfare of the fam- 
ily depends upon its present assets 
and its future income potential. Both 
assets and income are subject to all 
the risks which the family faces in 
its life cycle. In this context, the func- 
tion of insurance is to provide pro- 
tection against those hazards upon 
which actuarial probabilities can be 
determimed, and whose cost is eco- 
nomically feasible to insured. As they 
apply to the average family, the prin- 
cipal insurable risks might be grouped 
in two broad classes. The first is loss 
in income, arising from untimely 
death, superannuation or disability. 
The second is reduction in net worth, 
arising from property loss or damage, 
legal liability, compensation, or third 
party medical expenses, or insurable 
expenses incurred. 


Approach To Future 


At the present stage of product de- 
velopment, these family risks can be 
covered only by a multiplicity of in- 
dividual policies. But the situation is 


changing rapidly. The family auto 
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HOME OFFICE 
111 W. Fifth Street 
St. Pav! 2, Minnesota 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
Boston 2, Massachusetts 


The Agency System... 


EASTERN DEPARTMENT 
90 John Street 
New York 38, New York 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, California 


An American Tradition 


policy and homeowners are examples 
where the insurance needs of the en- 
tire family have been packaged in sin- 
gle, omnibus policies. The following 
five groups of policies might form a 
first approach toward a comprehen- 
sive family insurance program: Life, 
retirement income, disability imcome, 
medical expense, and property and 
liability, including homeowners and 
the family automobile policy. 

If this program were packaged in a 
single portfolio to consolidate the en- 
tire insurance needs of the family, 
sold on an account basis by a single 
agent and paid for by means of a 
single monthly payment plan, it would 
represent a forward step in helping 
— to plan their tmsurance dol- 


The full potential of the all lines 
product can be realized only when a 
completely integrated, all loss port- 
folio has been developed for the fam- 
ily, Mr. Rennie said. All loss policies 
would tend to eliminate duplicate cov- 
erages and to fill the gaps in existing 
protection. The trend toward such 
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policies is being propelled, he believes 
by the knowledge that someday the 
business can achieve full protection 
for the average family. The job noy 
is to help the average family do , 
more comprehensive and balanced jo} 
of risk management over its full life 
cycle. 


Time Payment Factor 


“Budgetism,” is a psychological forge 
in the U.S., he declared. It is accel. 
erating the consolidation of life ang 
property-liability coverage and shap. 
ing the form of payment plans. Young 
couples in the $3,500-$7,500 income 
brackets have an almost obsessive 
desire to wrap up all their coverage 
in a single package and pay the tot) 
premiums monthly. 

The pressure for payment plan; 
virtually forces insurers to consolj- 
date coverages in order to cover over. 
head costs through increased monthly 
premiums. Consumer demand for pay. 
ment plans is thus perhaps the strong. 
est factor underlying the trend towarj 
an all lines package. This pressuy 
may also speed the passage of aj 
lines legislation, because paymen 
plans would be greatly simplified i 
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all policies could be issued by a single 
company . 

With today’s variety of policies and 
varying policy terms, payment plans 
tend to be cumbersome, costly to ad- 
minister, and of doubtful persis- 
tency, Mr. Rennie observed. They will 
work effectively in the long run only 
if the family’s Policies are wrapped 
up in a single “open-ended package” 
by a single agent and issued by a 
single company group. This kind of 
account selling would be good mer- 
chandising, and it would permit de- 
velopment of the kind of premium 
pudgeting plan insured seeks. 


Results Of Study 


The source of demand for payment 
plans is often misunderstood by in- 
surance people, he believes. They tend 
to think that the pressure arises from 
pasic social and cultural changes, but 
it simply reflects the fact that mil- 
lions of middle and lower income fa- 
milies are moving into the insurance 
market in a big way. The majority of 
people in the upper income strata are 
still paying life premiums annually. 
But the middle and lower strata have 
always tended to pay life premiums 
more frequently, and want to buy all 
their insurance on this basis. 

Nationwide has studied the relation 
between the frequency of payment of 
individual life policy premiums and 
the policyholder’s socio-economic stat- 
us position, by taking a sample of 
New Haven policyholders. In the up- 
per socio-economic class, 57% paid 
premiums annually, 15% semi-annu- 
ally, and 28% monthly or more fre- 
quently. In the middle class, 24%, 
24% and 52% paid at these respective 
times, and in the lower class 5%, 7% 
and 88% paid on the three bases. 

As middle and lower status people 
with long ingrained life premium pay- 
ment habits move into the property- 
casualty field, insurers must create 
payment plans suitable for the in- 
stallment mentality of these groups. 
More important, as the merger move- 
ment tends to develop life and general 
lines packages, the plans must con- 
form to the familiar premium payment 
patterns of these groups, Mr. Rennie 
declared. 

Other observations on all lines sell- 
ing and the factors involved, described 
in Mr. Rennie’s talk, will be carried 
in a subsequent issue. 


IBEC-RBH Open Brokerage 


Office To Cover Venezuela 


A brokerage organization has been 
set up at Caracas, Venezuela to handle 
a full line of general insurance in that 
country. The organization is IBEC- 
Rollins Burdick Hunter, and is headed 
by Charles G. Mock, a 27-year man in 
Insurance. IBEC stands for Interna- 
tional Basic Economy Corp., which 
has headquarters in New York. Rollins 
Burdick Hunter has its main office in 
Chicago. 

Mr. Mock from 1948 to 1957 was 
American Foreign Insurance Assn. 
manager in Caracas, and since then 
has been vice-president of Johnson & 
Higgins of Venezuela. 

IBEC-Rollins Burdick Hunter also 
have offices in Rio de Janeiro, Sao 
Paulo, and Porto Alegre in Brazil, and 


at Buenos Aires, Argentina, and Bo- 
gota, Colombia. 


New Board At Mesquite, Tex. 

David C. Cole has been elected presi- 
dent of the newly organized Mesquite, 
Tex., Local Insurance Agents Assn. 

, H. Handy is vice-president and 
Mrs. Kathleen Dean is secretary. 
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AFIA Has F&S Unit 
Under H. A. Stevens, 
Stanyon Also Named 


American Foreign Insurance Assn. 
has established a fidelity and surety 


American Equitable Assurance Company 
of New York 
Organized 1918 





H. A. Stevens 


G. R. Stanyon 


department under Horace A. Stevens, 
formerly with Fidelity & Deposit. He 
has been appointed a secretary of 
AFIA. G. R. Stanyon, formerly secre- 
tary in charge of the U. S. casualty 
business of North British group, has 
joined AFIA in charge of its world- 
wide casualty operations. 

Mr. Stevens was with National Sur- 
ety before going with F.&D. Mr. Stan- 
yon was formerly casualty superin- 
tendent with Fireman’s Fund, and 
prior to that, 1942-1953, an assistant 
branch manager of American group. 


Globe & Republic Insurance Company of America 


Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


United Fire & Casualty 
Names Whitten In IIl. 


E. W. Whitten has been named field 
representative in central Illinois for 
United Fire & Casualty with offices 
at Princeton. Prior to his appointment, 
Mr. Whitten occupied the same posi- 
tion for Economy Fire & Casualty. 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reyvnotps Group 
92 William Street, New York 38, N. Y. 


Insurance Women of New York 
heard Miss Carol Van Sickle speak on 
“Selling Fire Safety” at the first meet- 
ing of the fall season. She is assistant 
to the public relations manager of Na- 
tional Board. 
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“Your Independent Insurance Agent serves YOU First.’’ 


















% 
, 
/ 
y The NAIA combined emblem and slogan is directed, of 
Z course, to the insuring public. The physical emblem seeks 
7 to identify for the public, the independent agent members y 
p} of NAIA. The slogan is your assurance to the public that Y 
j as independent agents you can and do render service be- y 
7 yond providing the policy. Therefore the word YOU in the , 
Z slogan means your clients and prospective buyers of in- Y 
Y 8 y 
% surance. Y 
Yj Uj 
y cs ] 
j It is logical that the public should receive the extra J 
/ E p 3 j 
)} or personal insurance services from the agent. Policy- 7 
7 holders are your customers; they buy the policies which y 
Y »rotect them, from you; the many details of coverage and Y 
Z| protect y any coverag 
Z loss claims, unfamiliar to most insureds, require that agents 
y guide and assist their customers when the protective fea- Y 
Z tures of their policies are called into action; finally, you j 
P ; y,y 
are usually locally situated near your customers and can 
Y, most conveniently and promptly take care of their needs 
y y promptly 
Z on the spot. } 
Z —" ~~ Y 
y The important thing is that the public unfailingly j 
% receives these services you advertise. Only by living up to Y 
7 your slogan can you earn the respect and confidence which Y) 
7 your status as Independent Insurance Agents deserves. V 
y} ; " ‘ ; Y 
y The companies of The Commercial Union Group j 
g readily accept and support this basic concept of the Ameri- y 
G can Agency System. We extend every effort to perform our Z 
y services to you in such manner that we supplement and 7 
Z strengthen your service to the buyer. We welcome your in- 4 
j vestigation of our high standing as agency companies. Z 
) ) 
J THE COMMERCIAL UNION GROUP 7 
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Allstate Offers Lower 
Rates For Small Cars 


(CONTINUED FROM PAGE 2) 


or other reasons do not prevent its 
use. It is expected that the discount 
eventually will be available in the 
great majority of states. “Our exper- 
ience in insuring compact-type cars 
indicates that due to lower accelera- 
tion, smaller size and weight, better 
maneuverability and related factors, 
these cars cause less damage in an 
accident than the standard size cars. 
Compact cars also have been de- 
signed generally for economy and ease 
of maintenance and repair. Manufac- 
turers have made a major effort in 
their engineering of these automobiles 
to help curb rising repair costs,” Mr. 
Branch stated. 

Reduction of glass area, use of bolt- 
on fenders in many models, restrained 
ornamentation, accessibility of engine 
and other parts subject to repair work 
all are important factors in making 
lower collision coverage rates possible, 
he added. 

The reduced rates will be applic- 
able to cars in the lower price range 
not exceeding 2,750 pounds, 200 inches 
in over-all length and 125 brake 
horsepower. Price limitation is $2,300, 
F.O.B. at the factory for domestic 
cars or at port of entry for foreign 
cars. This is the “stripped-down” 
price, and thus the compact cars that 
ultimately may cost more because of 
extra equipment, domestic transpor- 
tation, make-ready costs and certain 
other charges, still will be eligible. 
Models of 1954 or later are eligible, 
with the original F.O.B. or P.O.E. price 
as a criteria. 

The new discount will apply to all 
qualified cars unless they already are 
receiving a 25% second car discount, 
offered when there are two cars in a 
family. 


Observers See ] Delay 
On Anti-Trust Report 


The report of the Senate anti-trust 
and monopoly subcommittee investiga- 
tion of insurance is not expected be- 
fore January, according to a staff 
spokesman. However, insurance rep- 
resentatives in Washington see the 
possibility of a report this year. 

The subcommittee is awaiting a 
statement from National Assn. of In- 
surance Commissioners which had 
been scheduled for receipt Oct. 15 but 
is not now expected before Nov. 1. 
Replies from commissioners on the 
second questionnaire sent out have 
not yet been received by the subcom- 
mittee. 

Richmond Women Elect 

Alice Hale has been elected presi- 
dent of Insurance Women of Rich- 
mond. Others elected are Edyth Wilk- 
erson, vice-president; Jeannetta Hall, 
recording secretary; Stella Johnson, 
treasurer, and Doris V. Jones, cor- 
responding secretary. 
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Independent Insurers 
To Meet Oct. 26-28 


(CONTINUED FROM PAGE 2) 


Estep, president Transit Casualty; th 
general manager’s report, and an aq. 
dress by Nevada Commissioner Pay 
Hammel, president National Assn, g 
Insurance Commissioners. The bap. 
quet will be held that evening. 

Tuesday morning’s session will opep 
with a film presentation, “Sea Power, 
presented by Potomac River Nava 
Command, U.S. Navy, followed by the 
claims and awards panel. Partic. 
pating in the panel will be Mark 9 
Roberts, president Standard Mutual, 
‘Disclosure of Policy Limits”; Verne 
Williams, Miami (Fla.) Daily News 
reporter, “Exposing Fraudulent Claims 
Practices”; Arne Fougner, president 
Christiania General “Rehabilitation 
Its Role In Third Party Liability 
Cases,” and Dr. Thomas D. Rees, New 
York City, “Reconstructive Plastic 
Surgery—Major Facial Injuries.” 

Following Tuesday’s luncheon meet- 
ing Irving Gilman, vice-president 
Institute for Motivational Research, 
N.Y., will discuss the institute’s re. 
search in consumer attitudes toward 
insurance companies. His talk will be 
followed by the NAII member com- 
panies’ executive session. 

Wednesday morning’s meeting will 
open with an address by Don O. Wood, 
president Fyr-Fyter Co., Dayton, on 
“How the Fire Equipment Industry 
Can Better Serve Fire Insurance 
Companies.” Russell I. Brown, presi- 
dent Insurance Institute for Highway 
Safety, Washington, D.C., will discuss 
“What the Institute Plans To Do.” 

Final item on the program will be 
an assigned risk panel during which 
P. N. Snodgrass, president General 
Casualty of Wis., will cover the youth- 
ful driver supplement; John H. Carton, 
president Wolverine Ins. Co., will dis- 
cuss the assigned risk as a separate 
classification, and William C. Searl, 
president Auto-Owners, will explore 
the possibilities of setting up a com- 
pany to insure assigned risks exclu- 
sively. 


OL&T Rates Rise 25.4% 
In Michigan For Mutuals 


Mutual Insurance Rating Bureau 
has increased BI rates for OL&T area 
and frontage classifications in Michi- 
gan 25.4%. The bureau also has re 
vised storekeepers’ liability rates for 
Michigan where necessary so that the 
rates for this coverage will not he 
less than 10% greater than the com- 
bined BI and PDL rates for the cor- 
responding OL&T classification. 





Gets Insurance College Scholarship 

Hartford Assn. of Insurance Women 
has awarded a scholarship to Hart 
ford College of Insurance to Miss Jean 
M. Shea, secretary James F. Loughlin 
agency there. The presentation was 
made by William T. Fisher, assistant 
dean. 
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® Appraisals for Correct 
Insurance Ceverage and 
Proof of Loss 


® Depreciation Studies 
© Property Ledgers 








[llinois Agents Slate Panel Sessions 


Cleaveland agency, Rock Island, pan- 
elists will be Emil L. Lederer of Stew- 
art, Keator, Kessberger & Lederer, 
Chicago, and his son, Sanford H.; 
Louis W. Shade and Robert L. of De- 
catur; James Spencer Woodworth 
and James S. Jr. of Robinson, and N. 
McCullough Winters and Richard M. 
of Quincy. 

Following its customary pattern, | 
the meeting will begin on Sunday af- | 
ternoon with a local board workshop. | 
Fred O. Waller of Galva, executive 
vice-president and chairman of local 
boards committee, will preside. This 
will be followed by a “public business 
pow-wow.” 


Membership Meeting On 2nd Day 


The session will close with a dis- 
cussion on “ ‘Open Sesame’ by Local 
Boards to Insurance Legislation.” 

The second day begins with the an- 
ual membership meeting with Frank 
R. Miley, of Chicago, president, pre- 
siding. In addition to reports of of- 
ficers, standing committees and the 
agenda of new and unfinished busi- 
ness, there will be the customary pre- 
sentation of awards, which include 
the Maryland Casualty achievement 
award for local boards and the Wil- 
liam H. Jennings Jr. membership cup. 
Adoption of resolutions will take 
place at this session, as well as the 
election of officers. 

The luncheon speaker will be Rob- 
ert J. Samp, M.D., assistant professor 
department of surgery, University of | 
Wisconsin and medical director Amer- | 
ican Cancer Society of Wisconsin. Dr. 
Samp will speak on “Independent Do- 
It-Yourself Health.” 


Pollard To Lead Discussion 


William A. Pollard, executive sec- | 
retary of the national association, will 
open that afternoon’s session with a | 
discussion on “The NAIA And You,” 
which will be followed by the “Like 
Father, Like Son” panel and a discus- 








sion by Anton J. Valukas, assistant 
claims manager Employers’ group, 
Chicago, “Did I Handle the Policy 


Cancellation Properly?” That eve- 
ning there will be a Gay Nineties 
Party, courtesy of G. A. Mavon & Co. | 
of Chicago. 

Tuesday morning there will be si- 
multaneous breakfasts of the farm 
agents and large lines agents. Benja- 
min A. Jones, Decatur, vice-president 
farm affairs, will preside at the form- 
er and Lawrence R. Fisher of Chicago, | 
will preside at the latter. 

At the general session that day, 
immediately following the breakfasts, 
T. W. Arey, agency superintendent 
Springfield Fire & Marine, Chicago, 
will speak on “Selling Tools,” fol- 
lowed by a discussion on creative ad- 
vertising by Gene Dorsey of the East 
St. Louis Journal and Heber Darton 
of radio station WHOF of Rock Is- 
land. 

That afternoon George Whitford, 
vice-president Reliance, will speak on 
“The Big M”, and Carl O. Pearson, 
editor Rough Notes, will give an ad- 
dress on “Find Your Buried Treas- 
ures.” 





Membership Drive In Mich. 

Lionel J. Devereaux, Great-West 
Life, Lansing, president Michigan 
Assn. of A&H Underwriters, and J. J. 
Will Paul, Detroit, past president of 
the state association, spoke last week 
before the Port Cities A&H Assn. at a 
meeting marking the launching of a 
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Ohio Agents Elect Harger President 


(CONTINUED FROM PAGE 1) 


ford of Athens, treasurer. Fred H. 
Johnson of Columbus was reelected 
state national director and Douglas N. 
Avery, secretary. 

New trustees are Thomas I. Bryant, 
Cincinnati; Robert C. Hill, Toledo 
Thomas W. Eason, east Liverpool and 
William D. Kientz, Columbus. 

Results of the recently completed 
Ohio agency cost survey were re- 
viewed by Lawrence F. Ith, NAIA di- 
rector of education and research. In 
Ohio, he said, average net premiums 
of the 150 agencies used in the survey 
were $90,000. Average gross com- 
missions were $20,970. Out of this, the 
average agent paid $1,350 to brokers 
and other agents for a net commission 
of $19,620 or 21.8% of net premiums. 

Total expenses of the average Ohio 
agency were $18,383, leaving aprofit 
of $1,237 or 6.3% of net commissions. 


$7,279 For Salaries 


The average Ohio agency allocated 
$7,279 for principals’ salaries. Each 
agency has 1.49 principals. Thus, when 
the $7.279 is divided, the one agent 
receives $4,885 while his “fractional” 
partner gets $2,393.75. On a weekly 
basis, $93.95 and $43.03 are received, 
respectively. 

Mr. Smith noted that his salary ex- 
pense for agency principals, reflecting 
charges for strictly administrative 
duties, is a legitimate expense of the 
cost of doing business, on a par with 
insurers’ practice of charging officers 
salaries in the same way. In fact, he 
noted, the average agent performs 
many more administrative functions 
than the average insurer president or 
vice-president. 


The $1,237 profit of the average Ohio 
agency must also be divided among 
the 1.49 principals, he continued. Thus 
the agent gets a profit of $830 and 
his fractional colleague $408. When 
these profit figures are added to the 
salary allocation factors, the Ohio 
agent, compared with studies in other 
states, earns one of the lowest com- 
bined salary—net profit figures of 
any agent. Mr. Smith stressed this be- 
cause “certain company and bureau of- 
ficials’” improperly lump legitimate 
salary allocation with profits. 


Commissions Noted 


Mr. Smith said that in 1958, com- 
missions on auto liability and physical 
damage made up 35.3% of the average 
Ohio agency’s income. Furthermore, 
combined auto commissions averaged 
22.5% of auto net premiums. 

Reduced auto commissions w ould 
have a drastic effect on the financial 
stability of the average agency. A 
20-25% reduction in such commissions 
would bring the 22.5% commission on 
auto insurance down to 17.9%. The 
$12,766 derived from this line would 
be cut by $3,191 to $9,575. Since the 
average Ohio agency only had a profit 
of $1,237, application of this reduction 
of $3,191 would result in a net loss of 
$1,954. The consequences of commis- 
sion cuts when costs are rising are ob- 
vious, he noted. 

Mr. Stiner told the opening session 
that Cincinnati Underwriters Assn. 
had completed its 1959 project where- 
by its members automatically become 
members of the Ohio association and 
of NAIA. Hitherto, only 35% of the 
Cincinnati group—which totals 154 
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his present situation. 


WE'RE LOOKING FOR A PARTICULAR TYPE OF FIELD MAN 


The man we are seeking is more interested in a rewarding life-time career than a 
run-of-the-mill field position. He has had at least five years experience in fire and/or 
casualty work and would welcome a more challenging opportunity than is offered by 


Our progressive century-tested agency mutual fleet offers both deviating and dividend 
multiple-line facilities except auto liability, and is a leader in its field. 


Current openings are in New York, Florida, Mississippi, and Michigan. 


Attractive starting salary, full fringe benefits, and a wide opportunity for advancement 
is available to the man who can meet our qualifications. Write Box K-16, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








~~ SALES REPRESENTATIVES 


Aviation specialty company needs aggressive 
producer to service and further develop aviation 
lines in Atlantic Coast and Southeastern United 
States area including Florida. Current pilot's 
license required. Aviation insurance and/or cas- 
ualty insurance experience essential. Attractive 
income proposition for right man. Submit de- 
tailed resume to Box K-20, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, il. 








BOUGHT AND SOLD 


Insurance Company and Agency purchases ne- 
gotiated. All replies kept in confidence. 


UNIVERSAL CONSULTANTS 


4211 Chestnut Street 
Philadelphia 4, Pennsylvania 








INTERNATIONAL INSURANCE CONSULTING 
FIRM WISHES TO CONTACT RETIRED INSUR- 
ANCE EXECUTIVE RESIDING IN FLORIDA FOR 
REPRESENTATION IN THAT STATE. Address 
Box K-II, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








CLAIMS MANAGER 


Now so employed by Multiple Line Group, seeks 
change. Over 20 years experience. Attorney, 
capable Organizer, Administrator and Coordi- 
nator. Comb. Loss and Exp. Ratio 52%. Reply 
Box K-13, c/o The National Underwriter Co., 








175 W. Jackson Blyd., Chicago 4, Ill. 








FIELDMAN 
Large aggressive Multiple Line 
Group has openings in T. , Chicago and 
elsewhere for men with Rating Bureau experi- 
ence. Trainee or experienced Fieldmen. All re- 
plies confidential. Salary open. Give age, ex- 
perience and education. Write Box K-3, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


Stock Company 











OHIO SPECIAL AGENT 


Progressive mutual company with exp g Op- 
erations offers an excellent opportunity to an 
aggressive experienced special agent for fire 
and multiple lines. For further information 
please send complete resume in confidence to 
Mr. Clifford A. Peterson, President, Guarantee 
— Insurance Co., 440 Lincoln St., Worcester, 
ass. 














agencies—belonged to the two associ- 
ations. 

Ohio association members learned 
of an honor accorded by NAIA which 
chose Lake Erie College at Painesville 
as the site next spring of the first na- 
tional educational conference on a ter- 
ritorial basis. Ohio was selected be- 
cause of its outstanding success in ed- 
ucation programs. 

The conferences will include clinics 
for state secretaries and members of 
agents’ education committees to de- 
velop know-how and interest in local 
programs. The conferences will be 
shifted to different territories each 
year. 

A serious gap in the Big I program, 
in the opinion of Elmer Miller, insur- 
ance editor of the Journal of Com- 
merce, lies in agents’ and local board’s 
failure to get publicity in their local 
newspapers. He gave illustrations of 
newsworthy agency stories and rec- 
ommended procedures to induce edi- 
tors to use them. 


American Heritage Files 
To Acquire Reliable 


(CONTINUED FROM PAGE 2) 
holders of Reliable in exchange for 
57,492 of the 57,500 shares of Reli- 
able stock outstanding. The number 
of shares of American to be ex- 
changed for the Reliable stock multi- 
plied by the per share price to the 
selling stockholders will equal $4,- 
139,424 plus certain expenses. The 
company proposes to operate Reliable 
as a subsidiary. 

“The selling stockholders are Amer- 
ican Title, Swiss National, and Union 
Reinsurance. The amount of their re- 
spective shares to be distributed is to 
be supplied by amendment.” 


Ind. Considering Possible 


Insurance Law Changes 


Possible recodification of the Indi- 
ana insurance laws, last worked on 
in 1935, is under consideration by the 
insurance study commission of the 
state’s legislature. 

The committee has called a meet- 
ing for Oct. 13 in Indianapolis, to 
which it is inviting representatives of 
the state insurance department, in- 
dustry, and the general public. The 
views of all those attending will be 
sought on the advisability of starting 
on a recodification. 

“During the intervening years since 
1935,” Sen. J. Russell Townsend Jr., 
committee chairman, stated “the in- 
surance industry in Indiana has 
grown much larger, and it is esti- 
mated there are at least twice as many 
home offices domiciled in Indiana at 
this time as there were in 1935. Various 
new laws have been placed on the 
statute books since then, and in some 
instances there is a need to bring up to 
date provisions of the present laws that 
have become obsolete. 

“It is recognized that this will be 
a very big job, if undertaken, and the 
cooperation of all segments of the in- 
surance industry will be needed to get 
the work done,” Sen. Townsend con- 
cluded. 


James Heads New N.Y. 


Branch Of New Hampshire 


New Hampshire has closed its Long 
Island City, N.Y., office and opened a 
new office at Williston Park, N.Y. 
Fire, casualty and claims will be 
handled through the new office. 

It will be under supervision of 
George D. James, state agent. Law- 
rence N. McManus, special agent, will 
handle the casualty division. 
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Mutuals Have New 
Auto Policy, Merit 
Rate, At Discount 


(CONTINUED FROM PAGE 1) 
ing them for rate discount. 

The new economy-type policy, With 
mandatory inclusion of uninsured mp. 
torists coverage and medical expeng§ — 
reflects a better spread of insured hap. 
ards, a reduction in adverse ele. 
tion and reduced processing expense 
This has made premium reductigy 
possible. The scope of coverage ha; 
been “realistically oriented to the 
needs of the great majority of motor. 
ists.” The rates promulgated by the 
bureau follow a formula which a. 
commodates policy rating by electron. 
ic equipment. 

An important feature of the new 
package policy is the single limit fo 
BI, PDL and UM. The single limi 
will provided insured with more pro- 
tection in some cases notably where 
insured has caused very serious BI to 
one person or where insured is respon- 
sible for damage to expensive proper- 
ty. BI and PDL limits available are 
$25,000, $50,000, $100,000, $200,000 and 
$300,000, with, respectively, limits for 
medical expense coverage of $1,000, 
$2,000, $3,000, $4,000, and $5,000. The 
policy will qualify as evidence of fi- 
nancial responsibility in all states. 

UM cover has a single limit which 
is the per accident limit of the FR law 
of the state in which insured resides, 


Variable Terms, Or None 





Optional features intended to assure 
reasonable flexibility in underwriting 
includes option of using the program 
at all; and variation in term—annual 
six months, three months, or without 
fixed termination date which contin- 
ues the policy in force until cancelled. 

The present six class plan remains 
the basic classification and will con- 
tinue in effect for all members and 
subscribers of the bureau unless a 
company elects one of the other classi- ce 
fication plans prepared for optional 
use with the package program. Con- 
panies which elect a private passenger 
classification system from among the , 
plans available for each of the three 
major classes, 1, 2 and 3, for use ina 
state will apply this system to all pri- 
vate passenger business written in 
that state. 

Individual risk (or rating) plans may 
be used at the option of the compa- 
nies. There is no single, mandatory 
merit rating plan established by the 
bureau. Instead, its companies are pro- 
vided a set of guiding principles 
which each company must follow in 
designing a merit rating plan of its 
own choice. Two plans, meeting the 
criteria of the guiding principles, have 
been filed by the bureau in Nebraska 
for use by any member or subscriber. 


Package Policies With PHD 


The package policy may be written 
to include PHD. Though Mutual Bu 
reau is a rating organization only for 
liability and related auto lines, the 
new form is readily adaptable to i 
clusion of PHD in the package. PHD 
provisions added are matters of indi 
vidual company choice. | 

PHD provisions designed for combr 
nation with the liability packages alt 
being made available by National At 
tomobile Underwriters Assn. or by it 
dividual company filings. NAUA’s pre 
gram includes collision, comprehet 
sive, and supplementary payment 
coverage at lower costs than compara 
ble coverages under other policies. 
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INSURANCE 
10 FIT THE NEED 


Only when you sell 


BUSINESS 
INTERRUPTION 


is your client 


“fully insured” 


Your clients are in business 
/ to make a profit. When fire 





or other catastrophe forces them 
to suspend or curtail operations 
from which earnings can be de- 
rived, their profits vanish and ex- 
penses pile up. 


Insurance on buildings, 
/ equipment and inventory 
may replace material damage. But 
earnings lost while the business 
was unable to serve its customers 
is gone forever and may easily be 
greater than the fire or other in- 
sured damage. “Shelby” agents 
insure those earnings. They know 
any help they may need is always 
readily available. 
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UNDERWRITERS 


$7,000 - $10,000 
EXCLUSIVE screening for national com- 
pany with immediate openings in major 
centers 
Chicago 
Philadelphia 
Dalias Atlanta 
los Angeles 
New Orleans 
Grand Rapids 
a 
Capable of handling everything from 
the smallest personal account to the 
Retrospectively Rated risk in Auto Li- 
ability, Physical Damage, Miscellaneous 


liability, Workmen's Compensation. 
Age to 40 years. 


New York Detroit 
San Francisco 
Hartford 
Kansas City 
Minneapolis 


In Complete Confidence 
CALL WRITE 
H. J. Roberts 


CADILLAC ASSOCIATES, INC. 


29 E. Madison Bldg. Chicago, Ill. 
Financial 6-9400 


“Where More Executives Find Their 





Positions Than Anywhere in the World" 
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1,100 Register For 
Mutual Company 
Meeting At Dallas 


(CONTINUED FROM PAGE 1) 
Wald, western director George Fry & 
Associates; and Sen. Charles F. Her- 
ring of the Texas legislature. 

George A. Christensen, Bear River 
Mutual, Salt Lake City, in his address 
as president of NAMIC commented 
on the trend of multiple line thinking 
to cause mutual insurers to affiliate 
with several national organizations. 
Multiple line is erasing many of the 
special areas to which the small mu- 
tuals have devoted themselves and 
brings pressure on national trade or- 
ganizations to expand their scope of 
activity, he observed. 


Says Tempus Fugit 


The time is fast vanishing, Mr. 
Christensen said, when a mutual com- 
pany can go it alone, and this applies 
as well to state associations or nation- 
al organizations of mutuals. He sug- 
gested the time is ripe for all national 
mutual organizations to set up “a 
strong joint committee of representa- 
tives of each to meet regularly and 
cooperatively for the purpose of doing 
all possible to preserve and promote 
the fundamentals of the philosophy 
basic to the real reason justifying our 
existence.” 

NAMIC has nearly 1,300 members, 
Mr. Christensen noted. There are 36 
state associations supporting the na- 
tional association. In 1958, the farm 
mutuals covered $32 billion in proper- 
ty value at an average rate of 24 cents. 
The stock bureau rate in the seven 
central states on the same class of 
business is 66 cents. 


Over 25 Million Policyholders 


A survey conducted by the associa- 
tion this year shows that 447 farm 
fire and city fire mutuals reported 
average rates 29% below the pub- 
lished bureau rates, Mr. Christensen 
reported. He estimated there are more 
than 25 million mutual insurance pol- 
icyholders. 

In line with the rise of new problems 
of mutuals, Mr. Christensen stressed 
one of the new features of NAMIC 
activities, the “expert service” depart- 
ment. At the last two conventions, 
the members approved resolutions to 
the effect that the national association 
set up a service through which mem- 
bers could be given, by experienced 
specialists among the membership, the 
advice or other help desired as com- 
panies makes adjustments in a mul- 
tiple line age. 

“This plan of service has a tremen- 
dous potential,” Mr. Christensen de- 
clared. “Most of our members do not 
realize the savings and strengthening 
opportunity afforded. My company is 
a direct beneficiary of such service 
and hundreds of others could well 
benefit likewise.” 

Mr. Christensen observed that the 
services of NAMIC are applicable par- 


Mobley And Sheldon 
Elected Presidents 
At White Sulphur 


(CONTINUED FROM PAGE 1) 

tion, and Agricultural resigned. There 
are now 59 member companies. The 
1960 meeting will be held in White 
Sulphur Oct. 2-5. 

The discussion period Wednesday 
morning, attended by agents and com- 
pany men, took up the proposed mer- 
ger of Multi-Peril Insurance Confer- 
ence and Inter-Regional Insurance 
Conference, and the effects of the 
merger on homeowners. Agents ex- 
pressed interest in the report that the 
new rates are being based on a pure 
loss ratio of 65. However, there was no 
comment from company representa- 
tives. 

It was suggested that a joint pro- 
ducer council be formed to meet with 
companies, composed of representa- 
tives of agent and broker associations. 
The present practice of each group 
requesting “equal time” was unfair to 
insurers, it was observed. More could 
be accomplished with one group 
speaking for all producer organiza- 
tions. If companies met with every as- 
sociation, they would have time for 
nothing else, it was pointed out. The 
proposal met with considerable sup- 
port. There were no objections. 


Other Elections 


The company group elected J. M. 
Crawford, vice-president of Indem- 
nity of North America, vice-president, 
and Guy E. Mann, senior vice-presi- 
dent of Aetna Casualty, chairman of 
the executive committee, and re- 
elected J. Dewey Dorsett, general man- 
ager of Assn. of Casualty & Surety 
Companies, secretary-treasurer. 

William Bernhard of General Acci- 
dent, W. E. Pullen of U.S.F.&G., Man- 
ning W. Heard of Hartford Accident, 
and Harold G. Evans of American 
Casualty, were elected to the execu- 
tive committee. 

The agents elected Guy T. Warfield 
of Baltimore, past president of NAIA, 
vice-president; reelected C. F. J. Har- 
rington executive vice-president, and 
Chase Ridgely of Baltimore secretary- 
treasurer, and elected to the execu- 
tive committee E. Stuart Windsor of 
Riggs, Warfield & Roloson, Balti- 
more; T. J. McCaffrey of the Clinton 
P. Anderson agency, Albuquerque, and 
Ben H. Haddock of Detroit. Mr. Olson 
was elected chairman of the board, 
and John Langhorne of New York 
and Paul R. Whitbeck of Cleveland 
were elected directors. 





ticularly. to farm mutuals and smaller 
city companies. Larger mutuals have 
tended to be “willing and welcome 
supporters.” Changes in the by-laws 
are proposed at this meeting as point- 
ed out, to permit expansion of the pro- 
gram of the five conference sections— 
casualty, city, farm fire, farm hail, and 
farm wind. 
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DIRECTORY OF RESPONSIBLE 
INDEPENDENT 
ADJUSTERS 


A 








©. R. BALL, INC. 


Fire — Inland Marine 
Allied Lines 
1544 Hanno Buitding 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
Florida 11-3095 











BREWER ADJUSTMENT COMPANY 


Long Haul, Bus, Taxicab and Automobile 
Liability and Physical Damage— 
General Liability—Compensation—Fire 
RED ROCK BLDG., ATLANTA, GA., JA 3-2793 
BUSH BLDG., COLUMBUS, GA., FA 7-7096 











J. L. FOSTER & R. K. FOSTER 
Insurance Adjusters 
First National Bank Bidg. 
Springfield, Illinois 
Tel. 8-7555 
Br. Office, Bloomington, Hil. 
Inland Marine Casualty 











R. L. GRESHAM & CO. 
gers 


321 North 5th Street 
Las Vegas, Nevada 
Servicing 
Beatty and Pioche, Nevada 


St. George and Cedar Clty, Utah 
Needles and Baker, Cailfornia 








J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 
Adjusters All Lines 


Phone HArrison 7-3230 
175 W. Jackson Bivd., Chicago 4 








4254 So. Indiana, Chicago 


RUSSELL K. OSBY, INC. 


World’s Largest Specialized Claim Service 


Coast to Coast 


Specializing in the Negro Claimant 
1 Adiucti ry z 2 


All Lines 





Companies Only 
Wagner 4-6100 











RAYMOND N. POSTON, Inc. 
159 S. W. 8th St. 


Miami, Fla. 

BRANCHES 

FT. LAUDERDALE 

PALM BEACH AREA 
KEY West 

ST. PETERSBURG 
TAMPA 

SARASOTA 











R. L. Thiele 
Manager 





NATIONAL INSPECTION CO. 


CHICAGO, ILLINOIS 


Service to Stock Fire Insurance companies for 56 years. 


Inspections and Underwriting Reports. 


C. H. Strong, Chief Inspector 


P. A. Pederson 
Ass’t Manager 


Home office—i28 So. 
Day or night offices: Ogden. Utah; Provo, Utah: idaho 
Falls. Idaho: Poeatello. Idaho: 





Main, Salt Lake City. Utah. 
Twin Falls. idaho. 

















C. R. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 


301 Mid-Continent Bidg. 
Tulsa, Oklahoma 


Phones LU 2-5460 
GI 7-3850 
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EXECUTIVE & REGIONAL OFFICES 
111 JOHN ST., NEW YORK 38 © 550 KEARNY ST., SAN FRANCISCO 8 


CHICAGO rages tua LOS ANGELES 

serving 

the nation’s | 

industry _ 
workmen’s compensation 


liability 
automobile ; 












Siri 


group accident & sickness — 
major medical | 


through agents and brokers i 


: ~ home office: menlo park, california 
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Special Insurance Markets 


VICKERY, HOYT AND GRAHAM, INC. 


Room A-903 
175 West Jackson Blvd., 
Chicago 4, Illinois 
| WaAbash 2-2862 
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Direct Correspondent 


| UNDERWRITERS AT LLOYD’S, LONDON 
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FeMATIONAL UNDERWRITER 


Wis. Agents Upbraid Commission-Cutting 


(CONTINUED FROM PAGE 2) 


something to do with the theme of 
the convention, “Challenge of Change.” 

Members accepted a group major 
medical plan of Time of Milwaukee. 
The plan, which will become effective 
in early 1960, is predicated on enroll- 
ment of 75% of association members. 


Provide For Dues Revision 


By-laws were amended to provide 
for a revision of the dues schedule. 
The minimum amount was raised from 
$20 to $30 and the maximum was low- 
ered from $600 to $400, putting dues 
in line with those of associations of 
neighboring states. 

Legislation in the state assembly to 
increase the drivers license fee 50 
cents to defray drivers training ex- 
penses was endorsed by resolution. 

No new officers were elected, as 
per custom, incumbents are held over 
for a two-year tenure. 

Much of the meeting and pre-con- 
vention activities were directed to 
honoring the new insurance commis- 
sioner, Charles L. Manson, former 
Wausau agent, who is a past presi- 
dent of the Wisconsin association as 
was his father, J. N. Manson, some 
55 or so years ago. Mr. Manson was 
feted at a reception on the eve of the 
conference, and he addressed the final 
luncheon, recalling in his talk, “Sixty 
Years of Progress,” the advances that 
have been made in Wisconsin and by 
the association during that period. 


Advised To Go Out And Sell 


The meeting got under way with an 
inspirational talk by Carl C. Byers, 
General Motors Corp., who advised 
agents to get off the launching pad 
and go out and sell. 

One of the main events on the con- 
vention card was a panel discussion 
of the “Challenge of Change.” Dwight 
Teas, Wisconsin Rapids, was modera- 
tor for the participants, Arthur Hir- 
man, Rochester, Minn., and Morton 
V. V. White of Allentown, Pa. 

Appropriate for the challenge of 
change was a fact brought out by Mr. 
Hirman—that bureau companies are 
only writing 7% of the auto business 
in his home state. The challenge of the 
direct writers, indeed, seemed to be a 
formidable one. 

Mr. Hirman regarded the inaugura- 
tion of the safe driver plan as being 
fortunate. “I feel this plan is one of 
the first great break-throughs in the 
rectifying of the automobile situation. 
It may not be the full answer, but it 
certainly is a major first step.” 


Must Adapt To Survive 


In order to survive, agents must 
adapt themselves to the changes of 
the day. “Being independent agents, 
this ought not to be so difficult,” he 
said, and he proposed a number of 
changes for the agents’ consideration 
which would help them live within 
the new lower commission level. He 
advocated elimination of free financ- 
ing of personal lines and expensive 
red tape of renewal policies and en- 
dorsements, a move, he said, which 
would effect a savings that would be 
about equal to the 5% in commis- 
sions. 

Commission on dwelling business is 
diminishing, but this does not neces- 
sarily leave the agent as bad off as 
he may think. The agent receives 
more premium with the availability 
of the package policies. Mr. Hirman 
saw plenty of competition for the 
dwelling market, because most of the 
people who have their auto policies 
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in the direct writers are perfegt, 
willing to let them write their hom. 
also. 

Companies are going to have to fis 
other means of reducing their Cost 
besides trimming commissions, 
Hirman declared, and he pointed 
the huge adjustment staff requj 
for negligence litigation. “A plan 
should be looked into with int 
is one that might be called a ge 
compensation plan for automobile ; 
surance,” he said. This would 
along the same lines as workmen) 
compensation with a limit, say of $25. 
000 or $50,000. Those drivers desir; 
more protection could buy separat/ 
coverage. 


















Need For Manpower 


He said more manpower must 
mustered to meet the direct writ 
and the sales force must be increase; 
overnight. One way to do this woul 
be to establish a_ solicitor  systey 
through means of a non-competitiy: 
contract, whereby the solicitor, shoul 
he decide to do so, could not compete 
with his agent-boss. “I am one wh 
would greatly like to see the solicito 
system strongly expanded in the US 
Every line of work has its apprentice 

. Nothing could be finer for the 
young man going into the insurance 
business than to have a two to five 
year training period with an actu 
agency.” 


Says Agents Should Do Writing 


Mr. White heartily disagreed with 
the principle behind commission r-} * 
ductions. He said agency companies} ™ 
cannot fight price with price becaus# - 
someone will always come along tof = 
reduce premiums even more. “If we 
try to match them (the direct writers) 
price-wise, and if we try to match 
them operation-wise, we have to do 
the same things they are doing.” 

He portrayed the career of a captive} - 
agent as being a rather unprofitable 
one, commenting that he had never 
heard of an independent agent joining 
the captive ranks. 

Mr. White was skeptical of the idea 
of transferring the policy writing work 
from the agent to the company. Being} |- 
out of touch with the insured, chances} ~ 
of error would be greater at the home 
office than at the agency. 

The safe driver plan, Mr. White 
thought, has possibilities. However, its 
present application has bugs in it and 
doesn’t seem to be well thought out 

The view of the party of the second 
part—the companies—was ably deliv-§ + 
ered by George Whitford, vice-pres- 
ident of Reliance, who remarked that 
insurance men are spending a dispro- 
portionate amount of time talking to 
themselves and talking about each 
other, while ignoring the No. 1 mal- 
keting principle: knowledge of buyer 
wants is central to the success of any 
business. 


Need For Cooperation 


“Let's try to recognize the basi 
fact that companies and agents wil 
always have different ideas about how 
to solve their problems . . . Why dont 
we stop talking about each other, stop 
deploring the inescapable fact tha 
we can’t see all of our problems fro@ 
the same vantage point, and get to work 
in the areas where we need the closet 
kind of agreement?” 

To do this, Mr. Whitford said it & 
incumbent upon agents to realize 
the sacrosanct Big I is not so impor 
tant as the Big M—Market. “The real 
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independent in this business . . . hap- 
pens to be the customer,” he said. 
Though there is nothing basically 
wrong with tooting one’s own horn, 
the agent who proclaims membership 















in CPCU and displays the Big I sym- 
pol has no effect other than to “ar- 
tificially inflate the ego” of himself 
and his company, unless he takes 
into consideration the buyer. 

Mr. Whitford categorized agents 
into four classifications: the compla- 
cent, the average, the hungry, and the 
jeader. He defined each, describing 
the leader as an agent to whom mar- 
keting is a way of life. 


Lower Prices For Personal Lines 


As the pattern for tomorrow’s in- 
surance market comes into focus, it 
becomes clear that the industry can 
expect lower retail prices for personal 
lines a higher level of training for 
handling commercial and _ industrial 
accounts, and companies to become 
increasingly market-minded. Most 
agents privately admit, he said, that 
it is becoming necessary to reduce 
the price of the product, and the only 
disagreement is over the timing. The 
time is now, he declared. 

Mr. Whitford said insurance men 
will find it easier to “maneuver suc- 
cessfully in today’s environment” if 
they accept the facts that they are 
living in revolutionary times; the in- 
surance business is in the revolution; 
the problems incurred by this revo- 
lution are not superficial or cyclical 
and will not pass away; buyers are 
smarter than they used to be, and 
all marketing starts with buyers’ wants. 
He called for recognition of a rela- 
tionship based on “vertical viewpoint 
from consumer to agent to company,” 
instead of each looking at his prob- 
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O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








ROBERT |. BUSHNELL 
Management Consullant 
bo Insurance Onganizyalions 
Hoydens eee Connecticut 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND = ATLANTA = NEW_ YORK 
PORTLAND DALLAS MIAMI 








WHITE & WHITE 
Inspection & Audit Service 
Offices in 18 Midwestern Cities 
a f-) oT 


71st Terrace 
Kansas City 10, Mo. 















CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


G.. Colton 


30 N. LaSalle st. Chicago 2, Ill. 
Financial 6-9792 
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lems from the horizontal viewpoint of 
his particular stratum. 

A panel conducted by members of 
Surety Assn. of Wisconsin explained 
the different types of bonds with 
which agents could acquaint them- 
selves in order to develop another 
avenue of business. Participants were 
Charles Norton, Royal-Globe, judicial 
bonds; Urban Krier, U.S.F.&G., fidel- 
ity bonds, and Stanley Webb, Fidelity 
& Deposit, contract bonds. 

It was explained that the contract 
bond is the most lucrative and most 
widely circulated of all bonds. The 
agent, Mr. Webb, said, can be helpful 
if he takes care of details and sees to 
it that the bond is delivered accord- 
ing to the principal’s request, and 
makes sure that the principal is ca- 
pable of fulfilling the contract. The 
contract bond business is not such a 
hazardous one because the contractor 
usually is a good business man, and 
he has more to worry about than the 
surety man does. 


Sees Vast Fidelity Bond Market 


Mr. Krier pointed to a vast market 
for fidelity bonds, explaining that 
only 15% of the people who wanted 
to buy have been sold. He said he 
was surprised that more fidelity bonds 
were not sold. 

Mr. Norton explained the two class- 
es of judiciary bonds—fiduciary and 
court. Business and professional men, 
he declared, generally are the best 
fiduciary risks. 

George Faunce, III, president of 
AFCO, discussed premium budgeting. 
He agreed that cash on the barrelhead 
is always best, but sometimes this is 
impossible and means a prospect may 
have to go without insurance. The 
agent who accepts premium budgeting 
as a sales tool will find that it lowers 
sales resistance, reduces flat cancel- 
lations, and: will help beat the direct 
writer competition. 

Destruction wrought by bombers, 
pyromaniacs and vandals was de- 
scribed by William Rossiter, chief of 
the fire marshal division of the Wis- 
consin insurance department. He re- 
lated experiences with different types 
of fire-setting psychopathics and 
those not so demented, and revealed 
that 50% of all incendiary fires are set 
by juveniles. 

A new visual selling technique, a 
film shown on a small, compact pro- 
jector, was demonstrated by John 
Colburn Associates of Wilmette, Il. 
Agents agreed that the technique 
would be highly useful in providing 
more sales. 


GAB Opens Branches, Names 
Managers In Va., Fla., § C. 


General Adjustment Bureau has es- 
tablished branch offices at Ocala, Fla.; 
Wytheville, Va., and Anderson, S.C. 

L. C. Farr Jr., has been appointed 
adjuster-in-charge at Ocala under su- 
pervision of J. M. Trolan manager at 
Gainesville. Mr. Farr was formerly 
at West Palm Beach. 

A. A. Robertson, resident adjuster, 
has been promoted to Wytheville man- 
ager. George B. Crews has been named 
adjuster-in-charge at Anderson. He 
was formerly at Fredericksburg. 


Ky. Central Promotes Six 


Kentucky Central L.&A. has pro- 
moted the following men to super- 
intendents: J. D. Howard at Indiana- 
polis; D. R. Cracraft, Maysville, Ky.; 
E. W. Truman, Charleston; W. J. 
Thomas, Youngstown, and C. N. 
Payne, Sandusky, O. 






PAWTUCKET MUTUAL 


can make a 


“WHALE OF A DIFFERENCE” 
in your Agency Operation 


By offering you large line facilities, an excellent rate 
of dividend, attractive agency contracts, and a very 
favorable commission scale, Pawtucket Mutual can 
make a real difference in your agency operation. Cus- 
tomers and agents alike, appreciate the big difference 
in savings and service Pawtucket Mutual “protection” 
policies offer. 


Remember too, Pawtucket Mutual, serving the Inde- 
pendent agent since 1848 and one of New England’s 
oldest mutual Companies, provides prompt and effi- 
cient loss payments settled by independent adjusters. 


PAWTUCKET MUTUAL 
INSURANCE COMPANY 


25 MAPLE STREET, PAWTUCKET, R. |. 
Incorporated 1848 
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OFFERING THE SERVICES 
OF A GROUP OF 


HIGHEST CHARACTER 
WITH CAPITAL AND 
SURPLUS 
IN EXCESS OF 
$250,000,000 





An underwriting agency, working through 
reinsurance intermediaries. 


New England 








Reinsurance Corporation 


60 BATTERYMARCH STREET, BOSTON 10, MASSACHUSETTS 
TELEPHONE HANcockK 6-5180 Cable Address - NERCO, Boston, Mass. 
























... if you’re a representative of one of the Kemper Insurance 
companies. Beginning this fall the biggest ad campaign yet 
will bring the story of the local, independent agent to 
millions of prospects throughout the United States over TV 
and through national magazines. 
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7 KEMPER INSURANCE FOOTBALL 
SCOREBOARD telecasts (81 million viewers 
per telecast are anticipated) 


13 CHET HUNTLEY REPORTING shows 
(82 million viewers per show are anticipated) 


3 two-color, full page ads in Reader’s Digest 
(11% million circulation) 


3 black and white full page ads in Look magazine 
(542 million circulation) 


Tie-in materials of all kinds! 
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People 
will 

be 
talking 


about 
you 


It’s our way of helping our agents win friends even before the 
first call is made! This national advertising paves the way 
for agents calls—pre-sells the agents service, savings and 
full-line coverage facilities, makes the selling job easier. 


If you are interested in representing one of the progressive 
Kemper Insurance companies, write: Agency Production 
Department, Home Office, Chicago 40. 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 


KEMPER 
divisions of “Sammie = Chicago 40 






















